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STRENGTH 
SECURITY 
ECONOMY 


UNISHANK 


BREASTLOCK 
HEEL 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 


The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under” or “kicking back.” Smaller and shorter soles 
can be used and flap laying is eliminated. Unishank gives 
rigid arch support that is vitally essential. 





Modem style versions emphasize the importance of these two 
basic improvements in shoemaking technique. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 








BOOT ann SHOE 


RECORDER 


$69 THINK the last half of the year 
will make up for a good deal of the 
poor business during the first half,” 
said Thomas L. Rogers, who oper- 
ates a shoe store under the same 
name at 209 Chippewa Street, Buf- 
falo, New York. 


Hi 


“Last year, we did a splendid 
business during the first half of the 
year and well into the Fall, when 
business began to slow up. Now, 
there are signs that trade is picking 
up and that the increase will be 
progressive. A good deal will de- 
pend, of course, on the new styles. 
There are always a lot of people, 
in good times as well as bad, who 
will buy if they are attracted by 
style. New and alluring styles are 
among the most effective antidotes 
to poor business in the shoe trade.” 





FRANK BUTTERWORTH, presi- 
dent of the Spencer Shoe Corpora- 


tion and head of the retail committee 
cooperating with the New England 
Shoe and Leather Association in its 
“Sales Mean Jobs” Crusade, says: 

“Retailers should tell their cus- 
tomers that now is the time to buy; 
that prices are as low as they will 
get for some time; that they may 
even go higher. It is no more than 
common sense for the merchant, at 
this time, to put on a sales drive, 
using every possible form of pub- 
licity, added to which should be a 
variety of sales contests to keep the 
salesmen on their toes. Practically 
all the Fall merchandise has been 
received and put into stock and if 
this can be moved quickly, reorders 
will furnish employment to many 
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men. In the Boston drive we have 
enrolled all the department stores 
and independents in the city. Re- 
sults to date have been very satis- 
factory.” 


[11] 


The drive, which began in Boston 
September 6, continues until Sep- 
tember 30. 


MIELVIN HASLIP is the instruc- 


tor in the shoe repair class at the 


State School for the Blind in Lans- 
ing, Mich. For 12 years he has 
been teaching young men and old 
tc overcome the handicap of their 
blindness by learning to operate the 
intricate stapling, stitching and fin- 
ishing machines that form part of 
the equipment of every modern shoe 
repair shop. 

Haslip has taught other blind men 
how to use the stitcher. But there 
was one matter that bothered him. 
Every time there was a breakdown 
on the machine, the students in his 
classes were idle for two or three 
days until a repairman could come 
out from Detroit. 

Recently he went to Detroit and 





[12] 


asked if he could be allowed to learn 
how to repair the stitching machine. 
“Just let me try,” persisted Haslip. 
“It’s awfully important to the boys 
in the school. It will help them to 
get jobs better if they know how to 
repair the machines as well as oper- 
ate them.” 

“O. K.,” agreed Smith the branch 
manager, “but I’m going to put you 
through the toughest training course 
you ever had.” 

He set one of the machines up in 
an unused storeroom and left Ha- 
slip to his own devices. Six hours 
later he returned to the storeroom 
to find everyone of the 630 parts 
in the machine neatly stocked on 
two tables at his side. The next 
morning Haslip returned to his 
task. Smith peeked in occasionally 
and watched Haslip as his hands 
felt their way over the chassis, pok- 
ing his fingers into the recesses of 
the machine, fitting tiny dowel pins 
and microscopic screws in their 
places. Eight hours he worked that 
first day and four the next. Then 
he called Smith, a triumphant grin 
on his face. “She works,” he an- 
nounced happily. 
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HEARRY W. SCHACTER, of Kauf- 
man Straus Co., . Louisville, Ky., 
says: 

“There are no miracles in retail- 
ing. If the public has purchasing 
power, business is good. If purchas- 
ing power is curtailed, business 
slumps. The tremendous increase 
in purchasing power which will be 
due to government spending, the 
wages and hours bill, a rise in in- 
dustrial production, and increase in 
volume as a result of better feeling 
among middle and better income 
classes, makes an improvement in 
Fall business in my opinion, in- 
evitable.” 





NELSON RAYMOND (whose 
grandfather, G. N. Raymond, was a 
Boston-born American and who 52 
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—Fifty Million depositors can't be 
broke. 

—Especially when they have $24,- 
900,000,800 to their credit in 
banks throughout this country of 


ours. 

—And sixty-four million policy- 
holders are owners of $26,000,- 
000,000 of assets held by our in- 
surance companies. 

—Both of the above items have un- 
doubtedly been much higher in 
recent years. 

—But even at their present shrunken 
size they represent a colossal 
power for recovery—if put into 
action. 

—ldle dollars mean idle factories 
and idle hands. 

—Rotating dollars mean prosper- 
ity. 

—And with confidence returning, 
as we hope and believe it will 
these res dollars, and others, 
will start rolling all over the map. 

—And then Happy Days will be 
here again. 


Zeit 6 TE 


President 





years ago emigrated to Melbourne, 
Australia, where he opened a shoe 
store in which the grandson today 
is an active member) visited Ameri- 
can shoe centers with Mrs. Ray- 
mond in the course of a world 
cruise. 

During his trip abroad, Mr. Ray- 
mond visited the shoe centers of 
Europe, including those in Czecho- 
slovakia and Switzerland as well as 
in England. He was in Germany at 
the time of one of the ever-recurring 
crises in the foreign affairs of that 
country and was amazed to see so 
many men in uniform. 

In speaking of business condi- 
tions, he said: “I think, relatively 
speaking, that business conditions 


in Australia are a little better than 
in the United States at the present 
time. This is due to the large crops 
and markets for our primary prod- 
ucts—cattle, sheep, wool, wheat. 

“During my visit in Europe, I 
looked at styles closely. It seemed 
to me that the whole world is pay- 
ing more attention to styles. Mrs. 
Raymond and I are greatly im- 
pressed by the styles we see here 
in the United States, particularly in 
women’s shoes which are really 
amazing and ahead of the rest of 
the world. 

“During my visit to the United 
States, I spent considerable time 
visiting the shoe trade in Boston, 
where my grandfather learned the 
business which he applied in Aus- 
tralia. 

“My grandfather was a_ sub- 
scriber to the Boot anp SHoe Re- 
CORDER, so was my father and so 
am I—and that publication has 
been coming to our family in Aus- 
tralia for three generations.” 


ae * * 


JIM DUVAL, who covers Okla- 
homa, Kansas and Nebraska, found 
out what it means to have a head- 
on collision with the other chap 
driving into him at 50 miles per 
hour last October near Kansas City. 


Not even his eye glasses were 
broken, but his leg was, and it ne- 
cessitated hospitalization for five 
months. 

Good as new, he returned to the 
road last March. The picture of 
health, he stopped in to see us for 
a “howdy-do” recently, as he head- 
ed for the round-up in his territory, 
where he sells four lines: Gerberich- 
Payne boys’ shoes, Huntington’s 
men’s shoes, Rohn’s line of Numat- 
ics and Kirkendall’s boots. 


. * * 


BREUBEN STIEFEL, operating 
Dickson-Ives shoe department at 
Goldsmith’s, Inc., Orlando, Florida, 
says: 

“T have been here a little over a 
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year now, and | am pleased to re- 
port that we had a very healthy in- 
crease the first year and we have 
started off doing the same thing the 
second year. I am very happy 
down here, as this is a great coun- 
try, with wonderful people, and the 
town is truly beautiful and most 
pleasant. 

“Our old friend, Bob Roberts 
(leather salesman for Carl E. 
Schmidt in days of yore), is living 
in Deland, Florida—which is about 
forty miles from here. I have visit- 
ed him several times. In fact, I go 
out there as often as is possible, be- 
cause I am very sorry to report that 
he is quite feeble, although he does 
possess all of his alert mental facul- 
ties. He enjoys talking about old 
times and friends and appreciates 
letters no end.” 


FATHER DIVINE, who recently 
purchased a large estate on the 
Hudson, directly opposite the Pres- 
ident’s ancestral home, is having a 
“heavenly” limousine built. 

The upholstering in the interior 
of the car is a beautiful blend of 
Eagle-Ottawa Viennese and boarded 
special green and a trim of dove 
gray. The car is a special Dusen- 
berg, built on a 160-inch chassis. 
Owing to the extreme size of this 
car, special large hides of turtle 
grain landau leather had to be put 
through E. O.’s tannery so that the 
top could be made with as little 
piecing as possible. The landau 
leather top is carried well back over 
the dome of the car, giving it the 
long sweeping tear design of the 
most ultra modern effect. 

The seats are arranged on the 
car so that executive work can con- 
tinue while en route. There are two 
large upholstered chairs in the ex- 
treme back of the car for Father 
Divine and his aide called John the 
Baptist and immediately in front of 
them four chairs to be occupied by 
four secretaries. The front seat will 


seat four persons comfortably side 
by side, accommodating ten people 
in all. 

The car is capable of 110 to 130 
miles per hour and is equipped 
with special radio and dictaphone. 
It is a $25,000 car and is beyond 
any doubt perfection in transporta- 
tion. 

“Peace—it is wonderful.” 


* * 


eJOSEPH SPIESS CO., Elgin, IIL, 
reports: 

“We believe Fall business will 
show marked advances. The de- 
pression has hit the low point. Fac- 
tors contributing to the upturn in- 
clude the stock market improve- 
ment, government spending and 
good crops.” 


” * * 
’ 


WY OLVERINE, over in Rockford, 
Michigan, cater in no mean way to 
farmers who like their work shoes 
made of horse butts, and just to be 
sure they keep pace with their un- 
usual demand, they are adding two 
floors to one of their group of 
buildings. We said to Adolph 
Krause: “Why did the farmers quit 
buying work shoes this year?” To 
which he replied: “They didn’t. 
Last year they bought more than 
ever. Result—we shipped more 
than any year in our history; and 
this year is bigger than any year 
except last year.” 
* ae 7 
W. T. MARTIN, of Auerbach 


Company, Salt Lake City, says: 


“We look for an upturn in busi- 
ness generally due to large sums of 
money being disbursed by the Gov- 
ernment, and in general a more op- 
timistic point of view. Locally we 
are affected by increases in copper 
and zinc prices which are causes for 
the mines and smelters in Utah be- 


° ” 
ing reopened. 
a a 


RP. A. O'CONNELL, president of 
E. T. Slattery & Co., Boston, says: 
“A major factor in the present 
upswing is the hope that prices will 
not be advanced too sharply in pro- 
portion to increased demand. Bum- 
per crops give promise of a plenti- 
ful food supply at moderate cost. 
Every effort should he made to pre- 
vent undue advances in other kinds 
of consumer goods so that the maxi- 
mum of goods may be consumed. 
If commodity prices should advance 
too rapidly they would reduce con- 
sumer buying power and directly 
curb production and employment. 
Let us not repeat the mistakes of 
1937 when everyone tried to beat 
the gun and loaded up with inven- 
tories at too high a price. Commit- 
ments should be made for a pe- 
riod not longer than 60 to 90 days.” 
os ” ” 
eJEROME DAUBY of M. O'Neill 
Co., Akron, Ohio, says: 

“Depletion of stocks in hands of 
consumers, increasing confidence in 
the underlying structure and idle 
capital deposited in banks, all point 
to better business this Fall.” 
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"| hope you don't mind a thousand dollar bill, Buddy.” 








A platform-soled evening slip- 
per in Chinese brocade is the 
choice of fashion-conscious 
Irene Rich, lovely NBC star. 
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FASHIONS 


by 
HARRY RB. TERHUNE 





@NCE upon a time, not so long ago, fashion news 
from Hollywood meant news of what the screen stars 
were wearing. Today clothes worn by radio stars are 
also claiming attention. As Hollywood, whose creations 
are running a close second to Parisian modes, rapidly 
becomes a radio broadcasting center, the costumes worn 
by its artists of the air and their opinions on fashions 
become more and more important. 

In radio, the first necessity in clothes is comfort. A 
program must be a “take” the first time it goes on the 
air. In order to give a good performance, an artist 
must feel comfortable. One of fashion’s most im- 
portant accessories—shoes—is the number one comfort 
accessory. 

Knowing this and believing some very interesting an- 
gles on fashions could be brought out on shoes, we ar- 
ranged for a two-way interview between Frances Scully, 
National Broadcasting Co.’s Hollywood fashion editor, 
and Paul Kirsh, manager of the shoe department of 
J. W. Robinson Co., to be held at the NBC studios, a 
new group of buildings occupying an entire city block. 


Arriving at the press department, Mr. Kirsh was sur- 
prised to learn that instead of a two-way interview, Miss 
Scully had previously arranged for some of the net- 
work stars to have their say on the subject. 

“Let’s travel a bit,” said the NBC press representa- 
tive, as she directed us to one of the studios where a 
Marion Talley rehearsal was under way. As we en- 
tered, the maestro was just ordering his musicians to 
take a five-minute recess, so Miss Talley was free to 
visit with us. 


SIMPLY attired in a stunning blue-grey tailleur, the 
opera star looked more like a college girl than a well- 
established prima donna. 

“Shoes are one of my favorite subjects,” she said, 
when the usual introductions had been made. “I stand 
all during my broadcast, so you see they really mean 
more to me than one would imagine. However, as I 
always wear dark clothes for Fall, I do wish you shoe 
people would come out with gayer shades for Fall 
shoes.” 
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Leading NBC Entertainers Diecuss Fashions in Women's Shoes with Frances 
Seulig, the Studio’s Fashion Editor, and Paul Kirsh of J. W. Rebinson Com- 


pany, Los Angles. 


As The RADIO STARS Like Them 


Draped kidskin in Porto Plum for shoe and 
matching handbag is a combination that 
pleases Marion Talley, NBC song star. 


Frances Scully, National Broadcasting Com- 
os | Hollywood Fashion Editor, shows 
that she likes a Porto Plum suede oxford 


Burnished 
with kidskin. She is showing the oxford to 
Paul Kirsh and wears the Boottees. 


“That’s just what we're doing,” beamed Mr. Kirsh. 
“The big thing today, from a fashion standpoint, is to 
learn to use color effectively. Color predominates in 
our household, in our cars, everywhere, and it’s color 
that keeps us going, so why not make shoes an impor- 
tant note in our personal color scheme?” 

“When did color first come into American footwear, 
Mr. Kirsh?” asked the petite diva. 

“Color in modern shoes first gained prominence about 
15 years ago,” replied Mr. Kirsh. “The idea swept the 
country. The more vivid reds and blues predomina:‘ed 
then.” 

“Well, tell me then,” continued the NBC sonz slar, 
“what are the new Fall shoe colors?” 

“Very fancy names will lead the color parade this 
season,” replied Mr. Kirsh. “Porto Plum, Chateau 
Wine, Golden Havana and Burnished Chestnut. These 

[TURN TO PAGE 32, PLEASE] 
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Harry A. Fontius, president, 
right, and L. E. gston, 
executive vice-president, left, 
both of the official staff of 
the National Shoe Retailers’ 
Association. 
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WITH a program that vividly recalled to memory 
the colorful fashion presentations which marked the 
earlier days of the Style Conference, the National 
Shoe Retailers Association, on Monday of this week, 
staged on the Starlight Roof of the Waldorf-Astoria, 
one of the most interesting, informative and spectacular 
affairs in Style Conference history. It was the opening 
session in the association’s semi-annual two-days’ style 
meeting. 

This season’s meeting was in reality more than a 
Style Conference, for in addition to the discussions of 
future fashion trends which the name implies, it delved 
deeply into the economic situation which underlies the 
fashion picture, present and future, and considered 
some of the current problems of merchandising and 
promotion which are of even more immediate concern 
to retail shoe merchants. 
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SHOES and 
LEATHER 
in 
RECOVERY 
CYCLE 


Left 
Merrill A. Watson, execu- 
tive vice-president, Tanners’ 
Council of America. 
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To add a pleasing touch of glamour to the occasion, 
as well as to round out the fashion story and give the 
merchants something they could take back home and 
apply to their immediate problems, the Conference 
climaxed its efforts with one of the colorful and well- 
staged runway fashion pageants that the industry has 
been privileged to witness. The story of that feature 
of the program is told by word and picture elsewhere 
in this issue. 

The National Shoe Retailers Association sponsored 
and planned the Conference, but in doing so it had the 
co-operation and assistance of other groups of the 
industry, particularly the Tanners Council, which held 
its showing of Spring Leathers likewise on Monday 
and Tuesday in the same hotel. This co-operation was 
emphasized by L. E. Langston, executive vice-president 
of N. S R. A. and general chairman of the conference, 
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M errill A. Watson, Executive Vice-Presi- 
dent of Tanners Council, Tells Style Con- 
ference Reduced Inventories and Increas- 
ing Sales for Last Four Months of 1938 
May Result in Shoe Output 20% over 
Corresponding Period a Year Ago — Re- 
covery in Leather Already in Evidence 
and Low Point in Prices Appears to Have 
Been Passed—Stresses Need for Fair Prof- 
its, Both for Leather and Shoes, in Speech 
at Opening Session Whose Program Cov- 
ered Wide Range of Discussion — Hahn 
Tells Aims and Purposes of Retail Dem- 
onstration Sponsored by Dry Goods Asso- 
ciation and Fashion Trends Are Discussed 
by Margaret Rorke and Esther Lyman. 


Mrs. Margaret Hayden 
Rorke, managing director of 
the Textile Color Card As- 


sociation. 


in his brief opening address in which he also empha- 
sized the value of these meetings to the industry. Then 
he introduced as chairman of the Monday morning 
opening session, George H. Mealley, who is also chair- 
man of the Tanners Council’s Color Card Committee. 

In his preliminary remarks, Mr. Mealley expressed 


George H. Mealley, chairman of the 
opening session of the Style Conference 
on Monday. 


particular satisfaction at the strong comeback which 
has been staged this season by the all-leather shoe. 


WSR. MEALLEY emphasized the indebtedness of retail- 
ers to the N. S. R. A., and said the shoe industry should 
be gratified at the progress of American shoes. He 
mentioned an instance where 50 per cent of the stock 
of one of the London shops was composed of American 
footwear. This could not have been done, he added, 
without these style conferences. America, Mr. Mealley 
said, is the only country in the world where there is 
such co-operation between the tanners and the retailers. 
The creation of these shoes, with the acceptance which 
American-made shoes enjoy, depends on the character 
of the men heading the several associations. The 
N. S. R. A. at the present time, Mr. Mealley indicated, 
is doing better work than ever before. 

In welcoming the retailers to the Conference, Harry 
E. Fontius, president of the National Shoe Retailers 
Association, emphasized the importance of accessories 
and the proper color and costume combinations. He 
announced that the association has just completed a 
Co-ordination Chart and said, in this connection: 

“Six months ago, at our last Style Conference, | 
remarked that it was my belief the time was near at 

[TURN TO PAGE 28, PLEASE] 











Left— Pansies on gold slippers and in har 
clip to set off the charming mauve and 
beige tones of the brocade dress. 


BRETAILERS liked the idea . . . a show to sell shoes 
off their shelves. The promenade presented at the Wal- 
dorf at the opening session of the Styles Conference 
made no attempt to predict fashions for a season six 
months hence. It did do a grand job of dramatizing 
current fashions for here and now. 

This year, of all years, this today’s timing was well 
considered. For the color problem was never more com- 
plex. This show was a valuable object lesson in how 
to do color in shoes without over-doing color! 

Two daytime-costume groups made two points— 
how to sell shoes against black costumes. With Vir- 
ginia Pope, Fashion Editor of the New York Times, 





Timed 


for 


TOODAT... 


N. S. BR. A. Stages Dramatic 
Promenade of Fashions for 
Fall Selling 


Right—Burnt Earth shoes to pick up the 
dominant color in the plaid cape. 








Right—“Bishop’s Purple” with touches of 
“Cardinal Red.” The purple shoes have red 


forms. 


by RUTH HARRINGTON 


as commentator, these two groups registered their color 
points quickly and surely. 

Two black costumes made their entrance—both beau- 
tiful costumes, but both wrongly “accessorized.” Why? 
One girl had too much color—hat, bag, gloves and 
platform on her shoe all going in for pink and wine 
red, the other girl, completely in black, looking “like 
a funeral.” By switching the hats, the balance of color 
accents was restoréd. 

Then came three more models dressed in black out- 


fits to point out that one or two color touches are the 


Left—Natural camel's hair suit and fuschia 
hat. The brown wedge-heeled shoes pick up 
the purple of the blouse in contrasting heels. 


right way to sell color with black. To prove that the 
shoe salesman this Fall should consider his customer's 
costume as a whole, before he puts color on her feet. 

Here were the winning combinations: 

All-over Burnt Earth shoes to pick up dominant color 
in a plaid costume trimming. Black shoes with blue 
platform to match blue flower. Brown shoes to blend 
with fur coat worn over black dress. 

That the shoe platform or heel accent is color is a 
subtly effective way of registering a color accent was 
strongly brought out in this series. Here is an 
tremely new angle on color promotion in shoes. And 
that brown shoes blended with furs can really go beauti- 
fully with black was another telling point. 

Enter the colored costume group. Color combina- 
tions we wouldn’t have dreamed of two years ago made 
their entrance. Be daring in selling colored shoes for 
colored costume, just as daring as you are discreet in 

[TURN TO PAGE 35, PLEASE] 


ex- 


Candid shots by Reconper photographer as models 
paraded the runway in Style Conference fashion show. 


Miss Elizabeth 


Ambrose directed smartly staged 


exhibition. 








BOOT anp SHOE RECORDER, September 17, 1938 


The “SHOES OF TOMORROW” 


These four shoes— 
the “Shoes of Tomor- 
row”—were created 
by Dalsimer’s, Phila- 
delphia, around the 
W orld’s Fair Theme. 
They were offered 
for sale at $100 per 
pair. 


IDEVELOPED on the theme of “The Shoes of 
Tomorrow—Today” and coupling this thought 
with the “World of Tomorrow,” as it will be 
stressed at the New York World’s Fair next year, 
the series of windows in which Dalsimer’s on Chest- 
nut Street in Philadelphia, displayed their Fall 
styles, had the attention value, the drawing power 
and timeliness that made the showing an out- 
standing feature through the week that closed 
August and opened September. The layout of 
window space in the Dalsimer store gives excellent 
opportunity for display. There are in all eleven 
windows, two on each end and an island window 
in the center facing the street, surrounded by an 
arcade of six more. Within this area it is possible, 
even under ordinary circumstances, to display 
many shoes without crowding as the window photo- 
graphs show, and this advantage was capitalized 
to the utmost. 





BOOT ann SHOE RECORDER, September 17, 1938 


in WORLD’S FAIR PROMOTION 


The “World of Tomorrow” Theme of the World’s Fair 
Publicity Provided an Enterprising Retail Shoe Estab- 
lishment, Dalsimer’s, in Philadelphia, with an Oppor- 
tunity to Tie-in a Promotion of Fall Shoes in a Way 
that Attracted Attentioa on the Part of Customers, 
and Which Promises to Remain in their Memories 


The timing of the display was admirable. .By radio and 
publicity the country has already been made fully con- 
scious of the World’s Fair of next year. Its principal 
features, the Trylon and the Perisphere, are already 
familiar to the public. Yet the Fair itself is still some 
distance in the future, and a display tied in with it 
at this time has the advantage of novelty and up to 
now at least, few parallels. Again by inference, the 
shoes of tomorrow are indicated as the shoes of today, 

[TURN TO PAGE 43, PLEASE] 


MURRAY ROLFE 


Manager at Dalsimer’s who planned 
these unusual displays. 





Three of Dalsimer’s 
World's Fair i ‘ 
Left—one of the men’s 
shoe windows suggesting 
that men “Be a step 
ahead in Dalsimer Men’s 
Shoes.” Right above— 
one of the women's win- 
dows showing the central 
panel arrangement and 
the center Shoes of To- 
morrow display. Below 
right—The Dal-Deb win- 
dow suggesting that 
“World’s Fair-est Girls 
Love Dalsimer Dal-Debs.” 

















@RCHIDS to the style show in the starlit roof of the 


Conference that made everyone there feel that beauty 
still lives. Exotic style, as such, is measured in one- 
twelfth of a dozen pairs and priced accordingly, but its 
influence is tremendous in pattern, color, material. 

A word of praise to the work-gang many floors 
below, showing their leather on gas-pipe racks, hoping 
that solid, substantial, heavy orders for case lots of 
shoes will streamline through factories in orderly day 
by day production. 

In every styles conference there is a place for the 
glamor and the glory, but never forget that the shoe 
industry is really based on the solid foundation of 
regular shoes, regularly made by human heads and 
hands, to serve a complete-life world. We are fortunate 
indeed to be a country where shoes for the work and 
shoes for the whim can be had at a fair price by 
everyone with such speed and certainty. 

An address was made extolling Retail Demonstration 
Week—September 19 to 26—right at your doorstep 
when you read this. The theme of the Week is to 
make the public appreciative of the service of the 
merchant. No better theme can be used during the 
Week than the following: 


In shoes you get the most for the money, what- 
ever you buy, for shoes are made under a compet- 
itive system not paralleled by any other industry 
in America having as complicated and integrated 
a set-up. You, the public, may not purchase bread 
at a world-wide price because there is a wheat 
subsidy —and rightfully so—to maintain the 
American standard of living. There are artificial 
prices in many other articles of human use. Cot- 
ton is dependent upon government subsidy and 
so too, butter, eggs, produce and fruits. Millions 
of dollars come out of the Government purse to 
help peg, at a high point, the American standard 
of living. Even ten million dollars was spent for 


Tell the Publie ‘*‘Service of Industry’’ 


Waldorf-Astoria for there was a lift to the Styles’ 





OUTLOOK 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


clothing. These artificial levels have created a 
situation necessitating higher taxes to pay the 
costs. 

But in shoes you get world values reduced to 
rock bottom. Hides and skins did not receive a 
single dollar of subsidy under any one of the al- 
phabetical bureaus operating in Washington. In 
proof of that, we asked economist, Sidney Glass, 
of the Tanners’ Council of America for some in- 
formation. Here it is: 

“In a world of governmental controls, international cartels, 
production quotas and marketing quotas, hides and skins are 
among the very few major commodities where old-fashioned 
supply and demand are still the paramount factors. The market 
for hides and skins is international. Practically all the world buys 
and sells some variety of leather-making material. Apart from 
currency restrictions, such as are imposed in Germany, the inci- 
ae of world demand and available supply determines price 
evels. 

“The major leather-consuming and producing nations are far 
from being self-sufficient in hide and skin supply. Even the United 
States, with the great numbers of livestock, must import millions 
of hides and skins annually. For example, the domestic supply 
of cattle hides rarely exceeds 15 million a year. But consump- 
tion may reach, as in 1937, about 22 million hides. Consequently, 
when consumption in the United States increases, more hides 
must be purchased abroad and the increased pressure of demand 
tends to firm the international market. Of course, greater de- 
mand in other countries has a similar effect and the price of 
hides in Chicago will be influenced by the leather consumption 
outside the United States.” 


The retail merchant is the co-operative selector of 
shoes for the public and renders an additional service 
not to be found in any other article of wearing apparel, 
for in the service that he gives at the fitting stool the 
public gets a size, a proportion and a comfort that can 
only come from experienced hands putting the right 
shoe on the right foot. 

So you see, the modern American shoe represents 
the finest value in product and service to be found in 
the world. If we therefore pause a moment to give a 
slight measure of appreciation to all of the hard-work- 
ing hands from the hide puller to the fitting stool, we 
have streamlined nearly a thousand individuals play- 
ing a part day by day in making possible a shoe at the 
price you pay. 
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Shoe retailers the country over report tremendous demand 
for Tango Pumps. In fact, never in our history have Tango 
sales been so great. And why not? The high styling of 
Tangos —the superb workmanship — the patented flexible in- 
step feature—all these make Tangos the most outstandingly 
salable shoes in America. Order now, to be in a position to 
take care of the season’s demands! 


IN STOCK FOR 
IMMEDIATE DELIVERY 


HERE ARE TWO OF THE MANY TANGOS 
AVAILABLE. FOR TWO-WEEKS DELIVERY 
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Women’s Style Outlook for Spring 
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Some of the participants in the women’s style meeting at the N.S. R. A. Style Con- 
ference, Reading left to right: Ben Schwartz, Bert Bancroft, Harry E. Fontius, 
Albert Wachenheim, Jr.. chairman; Carl D. Fliegner. 
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WHAT are they buying for Fall? What will they 
buy for Spring? 

These are the two questions the shoe style men set 
out to-answer, having the feminine customer first in 
mind, at their semi-annual Style Conference held in the 
Jade Room of the Waldorf-Astoria on Tuesday morning, 
September 13, in conjunction with the exhibition of 
Spring leathers by the Tanners’ Council of America. 

Presided over by Albert Wachenheim, Jr., of New 
Orleans, Chairman of. the Women’s Style Committee, 
the meeting opened with a résumé of Fall buying trends 
by leading retailersefrom four different sections of the 
country. As Mr. Wachenheim pointed out, this was a 
logical introduction to a discussion of Spring fashions 
since this season will be influenced by what sells well 
during the Fall and Winter. 

The first speaker on Fall trends was Harry E. Fontius, 
of Denver, President of the N. S. R. A. Since the Fall 
selling season in Denver opened July 1st, Mr. Fontius 
had over two months’ experience from which to draw 
his conclusions. 

The sensation of the season, he reported, is the shoe 
with the platform sole. Elasticized leathers have 


also done very well. In colors, rust, with wine a close 


second, has been the leader. Brown has not done as 
well as was expected. 

The growing girls’ department is doing a big busi- 
ness in the scow or barge last with rubber crepe soles. 
They cannot keep up with the demand at present. In 
this same department, the platform sole and the Dutch 
Boy heel, alligator (real or imitated) and suede, and 
stepins and oxfords have “done wonders.” 

David Hirscher, of Norfolk, Va.,, vice-president of 
the N. S. R. A., reported that many different styles had 
sold well during the past few weeks:—platforms, Dutch 
Boy heels and barges in patterns;; wine, rust, brown 
and blue in colors. Mr. Hirscher considered that the 
acceptance of brown depended on the way it was pre- 
sented. 

Harry A. Volk, of Dallas, Tex., reported wine color 

[TURN TO PAGE 51, PLEASE] 


Colors, Materials, Patterns and All Phases 
of Fashion Picture Considered at N. S. R. A. 
Style Conference at the Waldorf Astoria— 


Fall Fashions Also Come in for Discussion 
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IN THE FEMININE SALES DICTIONARY, OPEN THE FALL SLIPPER SEASON 


“Summer is over. Dress up with Daniel Greens. . .” 


This invitation to buy now is the keynote of the 
Daniel Green advertisement in October issues of Ladies’ 
Home Journal, Good Housekeeping and Vogue. In a 
few days 5,400,000 women will be admiring the new 
Daniel Green fall models—the smartest styles in our 57 
years of slipper making. Will you be ready for them? 

Of course you will sell a lot of Daniel Greens for 
Christmas. But it’s the early Fall slipper business that 
brings extra volume and profits. 

Look for 


the name 
on the sole 


1 


THE TWO MOST POTENT WORDS 


So check your stocks now. We carry a half-million 
dollar inventory so our customers won't be disappoint- 
ed. Place your orders promptly so your customers 
won't be disappointed. 

Open the season by giving these featured slippers a 
real place in your store display. Use the display cards 
and newspaper cuts which tie in with the Daniel Green 
national advertising. It’s your advertising and we are 
ready to help you make the most of it. 

Write today. DANIEL GREEN CO., Dolgeville, N. Y. 


DANIEL GREEN 


COMFY SLIPPERS FOR DAYTIME, EVENING AND BEDTIME WEAR 





Men’s Styles for 
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Spring Diseussed 


Introduction of Sales Analysis Chart and Co- 
ordination Book Highlight of Conference Session 


FOR the first time in several years the Men’s Style 
Meeting of the National Shoe Retailers Association in 
session at the Waldorf-Astoria adhered to a very 
cautious note, both in the addresses of the fashion 
writers, and the comments which followed. Perhaps 
it was the breakdown and analysis of shoe sales for 
the past Summer, secured from manufacturers and 
reduced to chart form, and placed on every chair by 
the committee, which made the talkers more cagey 
than usual in their forecasts. Or, perhaps it is the 
general uncertainty of the fashion picture for men in 
light of the wild Summer we have just completed. 

In recent meetings there has been a decided reluc- 
tance on the part of the speakers to be put “on the 
spot,” by this long range forecasting. This year it was 
suggested, both from the floor and from the chair, that 
certain of the forecasts made a year ago by them did 
not seem to be fulfilled in the Summer we have just 
completed. It was indicated that this was apparent 
from the analysis and survey referred to above. This 
suggestion does not seem to be justified in light of the 
discussion which followed. One manufacturer, dissatis- 
fied with the questionnaire, suggested a far more 


simplified form if it is to be used in the future. To 
use his phrase, “the present questionnaire would take 
about a month to answer.” The other objection to the 
science of this survey is that it is based on a sample 
of only 28 answers, out of 57 manufacturers solicited. 
Even if it were a 100 per cent return, this would hardly 
be an adequate cross-section on which to base any 
real deduction. If it were more scientifically under- 
taken, unquestionably it would be a better base on 
which to forecast next season than the one we are now 
using. Even then, there is always the chance that a 
season in prospect may be radically different than the 
one completed. We have had a fine example of this 
in the tremendous slack season of the Summer just past. 
Opening the session in place of Chairman George 
Hess, Arthur Adler, of New York, gave the general 
picture and introduced the speakers. At the secretary’s 

chair was Herbert Rich, Jr., of Washington, D. C. 
John Reilly, of Boor anp SHoe Recorper, the first 
speaker, sounded a warning on the tremendous strides 
that shirt and slack attire had made this Summer. He 
said: “I am not going to tell you what I think men 
[TURN TO PAGE 35, PLEASE] 
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it's a sure fire fashion that will 


Put this new, radiant "Sunshine" in your stocks and watch your 
profits grow! Every campus, every High School, every office will 
bring you hordes of HIAWATHA enthusiasts. It's the success 
story of our hand woven Sunshine Sandal retold in a Fall season 
vonst oxford. As you know ... Sunshine sport specialties have 
a habit of arousing an overnight demand that over-taxes our 
making capacity . . . so place your order now . . . while we can 
guarantee quick delivery! 


QUALITY FEATURES 
and SELLING POINTS 


Supple suede upper, hand laced with 
contrasting calf . . . roomy, comfort- 
able last with soothing softness from 
toe to heel, designed to achieve the 
wanted broad, sporty appearance. 
Five iron leather insole and twelve 
iron crepe rubber sole. 


IN 7 GLORIOUS FALL 
COLOR COMBINATIONS 


Brown Suede ... Tan Lacing 
Blue Suede ... Tan Lacing 
Wine Suede... Tan Lacing 
Brown Suede . . . Brown Lacing 
Black Suede ... Black Lacing 
Green Suede ... Tan Lacing 
Natural Cowhide, Leather Sole 


AL SUNSHINE 


t~ Ss het en i) 
wt 


“just another sport oxford’ 
build extra business 


THE LOW COST OF 


0 


LESS 5%, 


OFFERS A REAL 
PROFIT and MARK-UP 


IN STOCK, in SIZES 
3 to 8—N and M 
8 


AA 
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SHOES AND LEATHER IN RECOVERY 


[CONTINUED FROM PAGE 17] 


P:ominent personalities on the first day’s program at the Style Conference. Left to right, Miss 


Esther Lyman, merchandise editor Harper’s 


Bazaar; Miss Virginia Pope, fashion editor New 


York Times; President Harry E. Fontius and Executive Vice-President L. E. Langston of 
N. S. R. A.; George Mealley, Color Committee Chairman, and Merrill A. Watson, executive 
vice-president, Tanners Council of America. 


hand when the National Shoe Retailers Association 
might assume the responsibility for selecting and 
funishing a detailed chart of leathers, and the relative 
importance of each kind and color, which could be 
used by the shoe retailers of the country as a depend- 
able guide, and which would also prove of great benefit 
to manufacturers. 

“I am happy to say that our Association has just 
completed such a chart, not only for the women but 
the men as well, and the reason I mention it now is 
that you manufacturers will undoubtedly be interested 
in getting one or the other. 

“The value of these charts has been proven many 
times in our store, for no one nowadays seems to have 
sufficient style information to sell the customer properly. 
More and more it is becoming necessary for the shoe 
retailer to assist in planning correct ensembles, as, 
unfortunately, at the present time neither ready-to-wear 
nor millinery sales people are any better educated 
than he to advise customers correctly. For those retail- 
ers who are so equipped, there is a wonderful oppor- 
tunity. I would like to cite a case that happened in our 
store just recently. A customer came in, having already 
purchased her bag. She wished to match this bag in 
shoes, and informed us that she also intended getting 
a hat to complete her costume. We successfully fur- 
nished the shoes, and she left our store to select her 
hat. In a short while this customer returned with a 
hat, stating that she had been to a millinery store, but 
as the saleslady was unable to satisfactorily assist her 
in selecting the proper color, she was bringing the hat 
to us before making her final decision, as she felt our 
style information was more authentic. We feel that 
because of our clerks’ superior style knowledge, we 
were able to sell the hat as well as the shoes. 

“Many, many customers enter our store, having in 
mind the purchase of green or blue shoes to match 
certain costumes, but after showing them the impor- 


tance of a contrast or co-ordinate color, we have been 
able to switch these sales to rust and plum shades. 

“So I do feel that these co-ordination charts will 
without doubt be the greatest educational aid to sales 
people that can be obtained, and we sincerely hope 
they will be used universally.” 


**BN looking back over my remarks last Spring,” said 
Merrill A. Watson, executive vice-president of the 
Tanners Council, referring to his speech at the last 
Style Conference, “I find I need not feel too apologetic. 
I ventured to say then that we had already paid for 
our sins of commission and that a mental hurdle re- 
mained our chief obstacle. The outlook for volume in 
shoes seemed far from bleak. While no one could say 
when the turn would come, prices were at depression 
lows and had rarely remained very long at those levels. 
Within two months the turn came both in prices and 
volume. 

“The job now is to clarify, if possible, the outlook 
for shoes and leather in the next few months. The 
general background of events in the shoe and leather 
industries is familiar to everyone. By last June these 
industries had experienced nine months of a drastic 
and unique condition. Production of leather and shoes 
was curtailed strenuously, whereas retail sales fell off 
to a much lesser extent. For months an acute lack of 
confidence smothered new business, and no one was 
willing to make commitments. The phrase hand-to- 
mouth would be an exaggeration in describing tanners’ 
and manufacturers’ markets. This took place not so 
much because the facts of the shoe and leather busi- 
ness themselves were so bleak, but largely because we 
were not and could not be immune to external develop- 
ments. 

“As long as new output remained less than con- 
sumption the potential strength of an industry's posi- 

[TURN TO PACE 38, PLEASE] 
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EATHER SOLVES 


THE SERVICE PROBLEM 
EVEN FOR MRS SYDES 


The Golden Rule in serviceable shoemaking is—Use Quality Leather. 
Shoes such as we show here, sometimes called Meadow Shoes, have seen hard 
service. We venture to predict if they had been made of anything but leather, 
they would not be a museum piece to-day. This type of shoe was once con- 
sidered essential by farmers as a hoof covering for horses being worked in 
moist ground. 




















Some craftsman knew his job. Bottoms are three thicknesses of good 
quality leather sewn together, then united to the uppers by rivets which went 
through an innersole. They were made rights and lefts for each hoof. Heavy 
straps passed through loops at the sides and a tongue in the rear, bound them 
firmly in place. 


N. B.... Kistler “BENCH BRAND” Sole Leather 
is a quality product. Outsoles cut from 
this steck for men’s shoes, will give full 
wear for every iron of thickness. 
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LEATHER 


and as shown by its Leading Stores 
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ALFRED VAMOS, 450 Marbridge lets and information on the uses and 
Building, New York City, the noted advantages of “Lastex” yarn in any 
shoe designer, is sole distributor to the _ type of apparel or accessories, for men, 
trade of all stretchable leathers incor- women and children, always feel free 
porating “Lastex” yarn. Write to him _to write to the address below. There is 
for price list and samples. For book- always something NEW in “Lastex.” 











THE MIRACLE YARN THAT MAKES THINGS FIT 


An elastic yarn manufactured exclusively by United States Rubber Products, Inc. 
1790 Broadway New York City 
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FOOTWEAR FASHIONS 
As the Radio Stars Like Them 


[CONTINUED FROM PAGE 15] 





Mexican baby crocodile, soft and supple, in golden Havana. Helen W ood 
wears these shoes in the NBC serial “Those We Love.” 


colors are deep softened tones, how- 
ever, and will be matched with ensem- 
bles or worn with just one other color.” 

“What, no more three-color effects?” 
interrupted Miss Talley. 

“From the fashions powers that be,” 
said Mr. Kirsh, “the style decree is that 
one, or maybe two colors will be worn 
this season. Three tones are out.” 

“With color such an important fac- 
tor in Fall footwear, Mr. Kirsh,” said 
Miss Scully, “you will undoubtedly ex- 
perience a great deal of difficulty in 
convincing people of the colors they 
should and should not wear.” 

“We are schooling our salesmen to 
handle the color situation,” was the 
shoeman’s reply. “They must be trained 
to present color intelligently, in order 
to help a not so color-conscious patron. 
People should be advised not to select 
the color THEY LIKE, but the colors 
that will do the most for them. In se- 
lecting footwear, correct color is as 
important as the correct size.” 


BBY this time the musicians were 
again at their places ready to continue 
the rehearsal. As we left, Miss Tal- 
ley’s golden voice was perfecting an 
operatic aria that would thrill her thou- 
sands of listeners shortly on her weekly 
NBC program. 

In the huge lobby we found Madaline 
Lee waiting to go on the air with Amos 
’n’ Andy. The Dallas, Texas, girl, in 
an intriguing drawl, exclaimed that she 
would love to talk to us-all about shoes. 
Settling down in an obscure alcove she 
confided that sport shoes were her fav- 
orites because they were just “heav- 
enly” to wear at Palm Springs, where 


she spent so much of her time with 
Amos ’n’ Andy. 

“But for evening I like to have my 
feet glamorous,” she said, her blue eyes 
twinkling. “When I wear elaborate 
evening slippers I naturally feel glam- 
orous.” 


UST then Freeman Gosden and 
Charles Correll, better known as Amos 
’n’ Andy, strolled in, and Madaline 
dashed away to do her daily stint as 
Miss Genevieve Blue, Andy’s dumb sec- 
retary. 

“There’s a dramatic program rehear- 
sal in here,” said Miss Scully conduct- 
ing us into the sanctum of Studio “C.” 
“Nan Grey and Helen Wood are in the 
cast of the serial, ‘Those We Love,’ for 
Pond’s. They don’t have a studio audi- 
ence so we'll probably find the girls 
comfortably attired in sports clothes.” 

Nan Grey was intently rehearsing 
her role with Donald Wood while Helen 
was having time out. 

Tall, dark and very lovely, Miss 
Wood devoted her free time to a few 
minutes’ chat with us. 

“What I’d really like to know,” she 
said, “before I start my seasonal shop- 
ping spree, is just what leathers are 
going to lead the field this year.” 

The astute shoe connoisseur started on 
the subject of leathers, reply:ng that 
suedes, reptiles and kidskins would be 
featured. 

“Kidskin has had a big promotion 
here in the past year,” said Mr. Kirsh. 
“Even Schiaparelli has been a big pro- 
moter of kidskin. Draping is the new 
way of treating these skins this Fall. 
This particular leather has been worn 
for so many years that it was neces- 


sary to give it a new look—rejuvenate 
it—and draping has very effectively 
done that.” 

“What about reptiles?” asked Miss 
Wood. “I have always been especially 
fond of reptile shoes, and they are so 
practical.” 

“The Fall selection of reptiles will 
include baby crocodile, alligator, and 
Caleutta lizard, and crocodile” (his 
enthusiasm bespoke the veteran shoe 
expert) “will blossom out in brand new 
bright colors, and will be very highly 
polished.” 

“Come on,” nudged the NBC fashion 
editor, as she got her cue from the 
program producer, “time’s up, and Miss 
Wood must heed the call of the micro- 
phone.” 

Out in the great NBC lobby once 
again, Miss Scully suggested that we 
journey over to the Melrose Grotto, 
where Irene Rich and Elza Schallert 
were enjoying a late luncheon. 

“These women really know their 
Hollywood,” said Miss Scully. “Miss 
Rich started her film career 20 years 
ago on the site of the new NBS Studios 
in Hollywood. It was the Paramount 
Studios then. She has always kept up 
with the times and, besides being an 
outstanding radio star and woman of 
fashion, she manages to raise angora 
rabbits, runs her ‘After 40 Club’ and 
works in pictures. Incidentally, she 
has just purchased a 40-acre ranch in 
the San Fernando Valley, which she 
plans to make self-sustaining. Quite a 
schedule, isn’t it?” 

“How does she find time to devote 
to those many occupations?” asked Mr. 
Kirsh. 

(TURN TO PAGE 49, PLEASE] 
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The AMSTERDAM 


last is our original and sensational adaptation of 
the popular Dutch sabot. It retains the walled 
forepart and the pronounced rocker type sole of 
the sabot, but is decidedly Americanized for fit. 
Several prominent New England and Western 
manufacturers are now making shoes over this 


newly designed last. 

The AMSTERDAM lends itself to a great variety 
of patterns having definite consumer appeal and 
retailers who prepare now to offer their custom- 
ers this striking new merchandise will find them- 
selves in step with the times. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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WELTS 





GOODYEAR WELT SHOES are readily 
adaptable to the modern platform types 
and provide a wide variety of striking 
effects featuring full platforms with dec- 
orative bindings or beaded welting in 


smart contrasting colors. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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New Treatment of the Suede Slack Oxford 


Men’s Styles for Spring 
[CONTINUED FROM PAGE 26] 


are going to wear next Spring and 
Summer, I am going to tell you what 
I sincerely hope they won’t wear, and 
to call your attention, if it continues, 
to a situation which is going to give 
your sports shoe sales the ‘works.’ 

“I refer to this shirt and slack situa- 
tion which will put Summer 1938 down 
in Men’s Fashion History as the year 
of the ascendancy of ‘sloppy dress.’ 
It’s been coming for years and in the 
name of comfort, men have gone all 
the way down the line from the smart 
sports jacket and fine wool or flannel 
trousers by way of washables and polo 
shirts to the most ugly form of half 
dress that man has ever worn. This 
Summer it reached the overall stage, 
and beach and street alike saw this 
motley attired mass regimentation of 
attire. Where it will head next year is 
anybody’s guess. .. . Let us hope for 
the importance it bears to the shoes 
they wear that men’s attire has reached 
its all-time low. 

“It is inevitable that if men continue 
this sloppy habit of wearing overalls 
for slacks and nondescript shirts or 
coats of tan for their chest covering, 
we will have the same situation in the 
men’s shoe business that women’s re- 
tailers are experiencing today, a 
strictly novelty business all Summer, 
done over the counter; for the most 
part unfitted, and on the whole gen- 
erally without profit.” 

O. E. Schoeffler of Men’s Wear, giv- 

ing the fabric picture, said “that color 
rather than an outstanding pattern 
or weave will be the distinguishing fea- 
ture of the Spring suits. It looks as 
though sports clothes, particularly 
-tweeds and flannels will be a volume- 
producing type of garment. The shirt 
and slack ensemble is a_ problem 
that is concerning both  clothiers 
and shoe men. You see figures in retail 
stores held up or at least the decline 
checked through the sale of these shirts 
and slacks. Whatever our opinion as to 
the advisability of men going around 
in shirts and slacks, that doesn’t alter 
the fact that men like it and merchants 
find it salable and it looks as though 
there will be a bigger market next year 
than ever before.” 

Representatives of the rubber soles 
companies, in the persons of Messrs. 
Cary of the Avon Sole Company and 
Cutler of the Alfred Hale Rubber 
Company show the latest developments 
of this very important feature in men’s 
shoes. 

Douglas Holmes of the United Last 
Company gave the last picture, quot- 
ing extensively from Boot AND SHOE 
RECORDER’S Sept. 3rd issue on the com- 
fort points that men want and illustrat- 
ing the quotations with actual lasts, 
showing how last makers were work- 
ing down these lines. 

Joseph Geuting, Jr., of Philadelphia, 
led the discussion from the floor, the 
chief topic being that of the survey 
and how it checked with the retailer’s 
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The Longini Shoe Mfg. Co. glorifies the popular suede slack oxford with this novel 
treatment of a hand-woven calf trim on their new “Sunshine” shoe. 


CINCINNATI, OHIO—The Longini 
Shoe Mfg. Co., Cincinnati, which has 
developed extensive hand weaving fa- 
cilities in their factory for the creation 
of the well known “Sunshine” Huarache 
sandals, has turned their talents 
towards the creation of a new “Sun- 
shine” oxord. 

This new member of the “Sunshine” 
family is made by a special process 
exclusive with Longini, which assures 
extreme flexibility and longer wear as 
the upper is stitched by Littleway 
while the sole is stitched by Goodyear 
process. 

Appropriately named “Hiawatha,” i 
is a crepe sole, suede «xford, specially 


hand-lasted to attain the popular broad 
“slack” effect, and it has been given a 
new color and design interest with a 
trim of calf lacing hand-woven through 
the suede. It is available in seven color 
combinations, such as wine, green and 
blue with tan calf lacing. 

Due to the successful idea of combin- 
ing American shoe making principles 
to the quaint appeal and comfort of 
Mexican handwoven leather work, 
Longini has developed one of the most 
skilled corps of leather weavers in 
America. The work is under the d:rec- 
tion of several skilled leather weaving 
fumilies who were moved from the 
Southwest to Cincinnati. 





own records. Highlights were: A sus- 
tained interest in all-white shoes, and 
a demand for ventilated types, which 
was not reflected in the survey. 
Closing the meeting, Geuting de- 
scribed a new National Shoe Retailers 
Association service, a fashion chart, 
and co-ordination book on men’s shoes 
the National Shoe Retailers Associa- 
tion will merchandise to its members. 


Timed for Today 


[CONTINUED FROM PAGE 19] 


selling color for black. The popular 
fashion rule this year is “mix your 
colors” . . . two or three in the same 
costume. Or, at the other and high 
style extreme, ensemble your color to 
match exactly—the costume and all its 
parts in precisely the same shade. 

For examples— 

A’ mauve tweed suit with a green 
hat and mahogany brown shoes and 
bag. 


A natural camel’s hair coat with 
purple blouse, fuchsia hat and wedge 
heels picking up the purple. 

A brown suit with beige and tan 
jacket and brown spool heels. 

A suit with coral jacket, mahogany 
skirt, and mahogany shoes to match the 
skirt. 

A deep green dress with “hunter’s 
pink” (bright red) cape and matching 
dark green shoes. And so on. 

Following the daytime group, came 
a formal series to register six fashion 
points in evening shoes: 

(1) The bright kid shoe for dinner 
wear, to be replaced by a gold and sil- 
ver platform for full evening with the 
removal of the jacket. (2) The gold 
kid shoe with jewelled platform to tie 
in with topaz jewelry. (3) Pumps 
trimmed with flower clips to match 
hair ornaments. (4) Platform slip- 
pers especially designed to pick up 
color notes in dress trimmings. (5) 
bronze kid slippers an important re- 
vival. (6) Silver kid slippers en- 
sembled with a silver bag and worn 
with white stone jewelry. 
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Sales of Independent Shoe Stores in July 
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Expect Increase in Output 
LYNN, Mass.—Shoeworkers and man- 
ufacturers alike are somewhat jubilant 
because of the reports that there will 
be a decided increase in the shoe busi- 
ness output here during the next few 


Salesmen returning from _ trips 
through the Western and Southern 
states brought back glad tidings in the 
form of orders for Fall. Another piece 


a new build 
According to men familiar with 


the situation, the Harwood factory on - 


be purchased by 
very shortly, 
ich will enable the firm to continue 


production and at the same time in- 
crease its output. 

A new firm has negotiated for floor 
space on Brookline Street, in the fac- 
tory formerly occupied by the Ground 
Gripper Shoe Company, while the 
Kyros firm located on Allerton Street 
this week shipped several large orders. 

The shoe business at the present 
looks encouraging because the manu- 
facturers report a substantial demand 
for the Fall and Winter seasons. 
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Mole yt 


The stand-out of the season’s fastest 
growing style movement. A new and 
improved process developed exclu- 
sively by Walk-Over, patent applied 
for. Gives full flexibility. Neat, uni- 
form edges that are permanent. In- 
cludes heel platforms. 

This Walk-Over scoop is good- 
looking and practical—just the right 
height. Three patterns carried in 
stock. And you can have these new 
Pliable Platforms on many other 
Walk-Overs—town, sport or dress— 
at only a slight additional cost. 
They'll retail profitably at $8.75, 
$9.75 and up. Think of a Walk-Over 
Verilite Arch with this new feature! 
What an opportunity! 

Get aboard this bandwagon to- 
day! Phone, wire or write: 

Geo. E. Keita Company, 
CAMPELLO, BRocKTON, Mass. 


BEAUETTE 


CAVALIER 


CAMISOLE CABANA 


Y 


CAMISOLE 


Your Walk-Over 
salesman is now showing 
these samples and others 

CAMISOLE CABANA (Grenda last). Patent 
platform sole. Sept. 26 delivery. Stock Nos. 
7861 (black); 9861 (brown). Crushed kid 
with patent. $5.35. 

CAMISOLE( Chico last). Patent platform sole. 
Sept. 26 delivery. Stock No. 7160. Black 
crushed kid with patent. Mesh gore. $5.35. 
BEAUETTE (Sonita last). Patent platform 
sole. Oct. 1 delivery. Stock No. 7132. Black 
crushed kid with patent. $5.35. 

CAVALIER (Rogue last). Dutch Boy heel. 
Stock Nos. 12407 (black) ; 13407 (brown) ; 
20407 (blue). Alligator calf. Calf platform 
effect. Oct. 5 delivery. $5.10. 
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eR 


—Sesling Sleps 


Of MOHAWh 
LEAD TO THt 
SALE! 


In @ shoe store all eyes look DOWN... 
where Mohawk’s rich patterns frame your 
smartest shoes. And Mohawk’s lown-soft 
pile silently persuades testing feet that 
yours are the shoes they're looking for! 
Priced to mieet the budget of every shoe 
store, every foot of Mohawk carpeting is 
built to weather the heaviest store traffic. 
Call or write the nearest Mohawk Office 
and learn how simple it is to get the 


tight carpet at the right price for you! 


* The 
is Revel Boucle, secenthy inteelled 





MOHAWK 
apels 











BOOT ann SHOE RECORDER, September 17, 1938 


Shoes and Leather in Recovery 


[CONTINUED FROM PAGE 28] 


tion must have constantly improved. The depression 
therefore brought a definite basis for recovery, a basis 
where new production must be at least equal to demand 
since stocks and inventories afford little further play. 
Whether the pace of general industrial activity encour- 
ages expansion in shoes and leather or whether the 
general business outlook is discouraging shoe produc- 
tion must now approximate consumption. By that 
dynamic test the shoe and leather industries are in the 


recovery area. 


Conservative Buying Policies 


“This significant fact has been obscured by the 
conservative buying policies followed in the shoe and 
leather industries. Retailers, for example, confronted 
with increased style problems, higher operating ex- 
penses and-the uncertainty of external developments are 
not inclined to carry additional risks. They are not 
willing to build up inventories today in spite of the 
present attractive price levels and prospects of future 
strength. This is all to the good. The fevers of specula- 
tive buying movements which have tortured us during 
the last six or seven years have proved bad medicine 
for tanners, shoe manufacturers, and retailers alike. 
They have encouraged in turn over-optimism and undue 
pessimism, and added unwanted risks and uncertainties 
to a normally hazardous business. With the low state 
of shoe an leather inventories in the hands of retailers 
and manufacturers any autumn improvement in sales 
should be reflected quickly in increased production of 
shoes and leather. A continuation of the hand-to-mouth 
buying now prevalent will mean that production of 
shoes and leather will be kept in line with consumption 
and the industry will avoid another case of acute 
indigestion. 

“What are the prospects for the next few months? 
From what we can see today they are far from depress- 
ing. Calculations of possible shoe sales indicate that 
unit sales for the first seven months of this year are just 
about 10 per cent below a year ago. Based upon the 
prospect for improved sales which retailers concede 
exists, it is not unreasonable to expect sales during 
the next few months to almost equal volume of a year 
ago. This would mean that total sales for the year 1938 
might be no more than six per cent or seven per cent 
below a year ago. 

“Because of the sharp readjustment made in shoe 
production last fall, such a sales prospect will bring 
about a startling change in shoe output. While output 
for the first eight months of 1938 was about 19 per 
cent below a year ago, output in the last four months 
may run over 20 per cent greater than a year ago. 

“Recovery had already manifested itself in leather as 
well as in shoes. In July deliveries of the major types 
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of leather exceeded those of July 1937. Just as retail- 
ers’ excess stocks of shoes have been worked off so 
shoe manufacturers have worked down their stocks 
of leather. In a recent survey 95 per cent of the tan- 
ners reported that their customers’ inventories of 
leather were low. An increased retail demand for 
shoes, therefore, will reflect itself not only in an in- 
creased shoe output but in an increased demand for 
leather and we believe that deliveries for most of our 
lines will continue ahead of a year ago. 

“This brings us to the final and most difficult ques- 
tion: What will happen to prices? In spite of the gyra- 
tions of prices since 1932 it has not been impossible 
with one exception to determine the major trend of 
prices in shoes and leather. In the fall of 1937 the 
extent of the necessary correction was universally over- 
looked. For the past few years our markets have been 
dominated by the existence of excess supplies dating 
from the drought years. Visible supplies of cattlehides 
and leather today are lower than at any other time on 
record. This fact in itself has not been important inas- 
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much as up to a short time ago we have been in a 
sharp depression. Shrinking supplies, therefore, have 
faced shrinking demand. If we are beginning an 
extended recovery which will continue into 1939 and 
which will result in an increased demand for shoes and 
leather then it seems doubtful if we shall see the lows 
of last spring very soon again. Of course much will 
depend upon the situation that exists in international 
hide and skin markets where our additional supplies of 
hides and skins must be secured. 

“Against this long-view background it seems well to 
emphasize that neither the shoe nor leather industry 
can afford to depend for its profit on inventory ap- 
preciation. Faced with higher operating costs tanners, 
manufacturers and retailers must make a profit on 
their current operations if they are to remain in busi- 
ness. Current prices of shoes and leather give the 
consumer greater value for his dollar than ever before. 
Our industry has a legitimate right to demand a fair 
profit for this service.” 

[TURN TO PAGE 51, PLEASE] 














Alfred A. Curtis Elected 
Vice-President of Lima Cord 


Lima, On10—Directors of the Lima 
Cord Sole and Heel Company met on 
Thursday of last week and elected 
Alfred A. Curtis vice-president of the 
company. Mr. Curtis has held the posi- 
tion of general manager since August 
1, when he joined the organization. 
He has been active in the shoe trade 
for the past 30 years and recently 
operated a sales agency out of Chi- 
cago, selling the lines of Paragon Slip- 
per Company and Fargo-Hallowell 
Shoe Co. 

As explained in a letter which was 
recently addressed to the trade by 
J. E. Grosjean, chairman of the board, 
Mr. Curtis assumes the responsibilities 
formerly exercised by F. L. Maire, 
president and general manager of 
Lima Cord Sole and Heel Company, 
who died May 15. 

“Since that date,” said Mr. Grosjean 
in his letter, “our Board of Directors 
has canvassed the field to obtain a 
man of outstanding qualifications to 
replace Mr. Maire. 

“Under date of August 1, 1938, Mr. 
Alfred A. Curtis joined our organiza- 
tion in the capacity of general man- 
ager. Mr. Curtis comes to us after a 
lifetime of experience in the manufac- 
ture and sale of shoes and its allied 
lines. We believe he possesses all the 
necessary qualifications to further pro- 
mote the cordial business relations al- 
ready existing between us. 

“My advanced years make it impos- 
sible to take as active a part in the 
management as in the past. However, 
as long as I am physically able it will 
be my mission to continue to assume 
the responsibility for the super-quality 
of our product.” 

Mr. Curtis was in attendance at the 
Style Conference held at the Waldorf- 
Astoria, New York, this week. 





H. N. Lape Chosen 


National Councillor 





HERBERT N. LAPE 


CoLumMBus, OHI0—The Ohio Cham- 
ber of Commerce has recently selected 
Herbert N. Lape, president of The 
Julian & Kokenge Co., Columbus, as its 
National Councillor to represent that 
body at sessions of the Chamber of 
Commerce of the United States at 
Washington. 

The duties of National Counc'llor re- 
quire that he spend considerable time 
in Washington, where the Chamber of 
Commerce of the United States main- 
tains its offices. The National Coun- 


cillor serves on various committees to 


which he is appointed and ‘t is also 
his duty to act as direct contact man 
between the national, state and city 
Chambers of Commerce, as well as to 
advise with the local Chamber as to 
pending legislation and the procedure 
that should be followed in connection 
with it. He attends all meetings of the 
national Chamber and keeps in touch 
with legislative matters and other af- 
fairs which are of vital interest to 
business. 


New England Leads 
In Shoe Production 


Boston, MAss.—The New England 
shoe states led the country in produc- 
tion during July with an output of 
10,656,112 pairs, a decrease of 10 per 
cent from July, 1937, as compared to 
a reduction of 13 per cent registered 
in the entire industry during that 
month, according to an analysis made 
by the New England Shoe and Leather 
Association based on statistics just re- 
leased by the U. S. Bureau of the 
Census. 

Massachusetts led all states with an 
output of 5,701,314 pairs, followed by 
New York with a production of 5,373,- 
922 pairs. Shoe output for Massachu- 
setts represented a decline of 17 per 
cent from the same month a year ago. 
Output in Maine showed a loss of 5 
per cent over production in June, 1937, 
while production in New Hampshire 
was actually 3.5 per cent higher in this 
period. 

For the seven months period, Janu- 
ary through July, the New England 
shoe states produced 79,651,605 pairs, 
or 13 million pairs less than in the 
same period a year ago. Losses made 
in this period by the individual states 
were 20 per cent for Massachusetts and 
6 per cent for both Maine and New 
Hampshire. 
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J. EDWARDS & COMPANY, Manufacturers 


314-322 NORTH TWELFTH STREET - PHILADELPHIA, PENNA. 
August 19, 1938. 


E. 1. du Pont de Nemours & Co., Inc. 
626 Schuyler Avenue 
Arlington, New Jersey 


Gentlemen: 


It is a pleasure to write and tell you that in our opinion 
your Scuffless Pyraheels have been a very valuable contribu- 
tion during recent years to the shoe business as a whole. 


We have been using Scuffless heels on certain styles of our 
children's shoes for almost two years. We find they are a 
powerful factor in making sales easier. Mothers like then 
because in many cases their own shoes have Scuffless heels 
and they know how practical they are. They know children 
can dance and play as much as they want without scuffing the 
heels. And the children? What a kick they get when « 

sales clerk says: "Yes, these Scuffless heels are just like 
the ones on your mother's shoes." 


This fall we have brought out some new style numbers and you 
can be sure they are all being built with Pyraheels. 


Very truly yours, 


0 ate ar a 


Reinhardt Wildbolz, 
Vice President 


WRITE FOR SAMPLES 
AND COMPLETE LIST OF 
AANUFACTURERS- USING 


SCUFFLESS PYRAHEEL 


E. |. DU PONT DE NEMOURS & COMPANY, INC., PLASTICS DEPT., ARLINGTON, NEW JERSEY 
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THIS WEEK IN THE 


Saturday, September 17, 


SHOE TRADE 


1938 


Natienal News 





Providence Retailers Optimistic 





Shoe Men Interviewed Report Increases in Sales F igures Over 
Corresponding Period Last Year. Fall Business Promising 


Provipence, R. I.—Local shoe retail- 
ers expressed real gratification over 
their recent sales records, indicating 
increases running all the way up to 75 
per cent, which was reported in one 
men’s shoe department. 

At the Enna Jettick Shoe Shop, 
Manager G. C. Goodes reported a 30 
per cent increase for the past week over 
the comparable week of 1937. Mr. 
Goodes reports the month of August 
brought a steady rise in sales which 
though gradual was encouraging. He 
cites the past week’s sales rise as indi- 
cating a promising Fall business which 
should make up for much of the slow- 
ness experienced previously this year. 

At Shepard’s, William R. Briggs, 
who is in charge of men’s, women’s and 
children’s shoe departments, reports 
women’s shoe sales appoximately 10 per 
cent ahead for last week, the Shoe Box 
25 per cent ahead, and the men’s busi- 
ness about 75 per cent ahead of the 
comparable week last year. The chil- 
dren’s shoe business remained about 
the same. Mr. Briggs reports the en- 
tire shoe business ahead of last year 
for the year to date. 

The Shepard Shoe Box, it might be 
explained, is a street floor department, 
located apart from the regular women’s 
shoe department, and featuring an 
economy shoe business. The puchasing 
for this department is in charge of 
Gregory Fairbend. 

At the Boston Store Red Cross De- 
partment; in charge of E. R. Abel, it is 


reported that sales are very much ahead 
of last year, comparing figures for the 
past 10 days. 

I. Freedman, manager of Morton’s, 
reports a very good business during the 
past two weeks, although this particu- 
lar store has no previous figures with 
which to compare, since it is new in its 
present quarters. The store now em- 
ploys 10 salesmen and three girls. 

John A. Quinn, president of the Sul- 
livan*Co., found business during the 
same period topping last year’s figures, 
with considerably more optimism on the 
part of consumers. 

Ben C. Sheftel, manager of Morse’s, 
Inc., said that business recently has 
been very much better than in 1937, al- 
though this company does not quote 
percentage figures. 

These shoe retailers invariably ex- 
pressed sincere opinions that the re- 
mainder of the year will be good. 


“Mert” Smith Recovering 


RocHEsTeR, N. Y.—Henry Merton 
Smith, of Penn Yan, who has been ill 
in Strong Memorial Hospital for three 
weeks following an operation, has prac- 
tically recovered and in a few days ex- 
pects to be able to welcome his friends 
and customers in his store. He expects 
to attend the convention of the New 
York State Shoe Retailers’ Association, 
of which he was president in 1932-1933, 
and the Testimonial Dinner to President 
Beaumont on Sept. 18 at the Onondaga 
Hotel. 


July Shoe Production 


Increased 





PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 
any eee 


OF Pane 
~~ 








TatedevaTatetetatetetitat | 


— 





Washington, D. C.—Production for 
July, 1938, according to the latest re- 
port from the Bureau of the Census, 
Department of Commerce, shows an in- 
crease of 13.7 per cent over production 
of boots, shoes and slippers, other than 
rubber for June, 1938. However, pro- 
duction for July, 1938, was 12.7 per 
cent lower than that for July, 1937, 
and production for the period January 
through July, 1938, was 20.3 per cent 
lower than for the same perior last year. 

There was a decrease in July produc- 
tion of men’s shoes of 311,722 from the 
production of men’s shoes in June. How- 
ever, production of youths’ and boys’ 
shoes increased 65,324 pairs over those 
produced in June. Women’s shoes in- 
creased 4,013,111 over production in 
June; production of misses’ and chil- 
dren’s increased 208,139 pairs, and pro- 
duction of infants’ shoes decreased 136,- 
094 pairs. 
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Chrowing ne 


NEED CARE 


...No single item in a child’s school 
wardrobe is more important than 
proper shoes, correctly fitted. 


. « « Children’s shoes . . . built with 
Celastic . . . provide adequate toe pro- 
tection, afford flexibility across the tip 
line and definitely eliminate wrinkled 
toe linings . . . all outstanding points 
of importance to the proper care of 


growing feet. 
THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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The “Shoes of Tomorrow” 


[CONTINUED FROM PAGE 21] 


implying the up-to-date character of 
the models shown for the season now 
opening. 

This, of course, is the merchandis ng 
angle of the display, and the World’s 
Fair background in each window show- 
ing the trylon and the perisphere, and 
captions above each window unit such 
as “World’s Fair-est Deb shoes,” “Play 
Fair with your Feet” for Pedomic 
shoes, and the like carry the thought 
along, each caption beng especially 
adapted to the type and kind of shoe 
displayed in that particular window. 
It may be stated in passing that each 
window contained but one class of 
shoes; children’s, men’s sports, wom- 
en’s styles, and so on. 

All of the displays, however, cen- 
tered on four shoes, displayed on a vel- 
vet mat in the center of the island 
window, which purported to be the 
actual shoes of tomorrow, and consti- 
tut'ng the attraction feature of the 
display. They were marked as being 
priced at $100.00 per pair, and the 
extreme character of design and color- 
ing, together with the price card had 
a stopping power that kept space be- 
fore the window occupied always by six 
to a score of women. Back of this 
showing was a revolving column and 
platform having four divis‘ons, and on 
each of these was displayed a Fall 
shoe of the regular line which showed 
some one of the features of the ex- 
hibition shoes, indicating how the ex- 
treme could be brought down to the 
rational. 

Manager Murray Rolfe developed the 
idea of the display which was ef- 
fectively carried out by Frank Carr:- 
gan who handles the store arrangement 
and window trims. It was not an idea 
of a moment. It took a good deal of 
planning, the carrying out of the idea, 
the arrangement of the shoe displays, 
and the tying-in of each of the groups 
with the World’s Fair theme. Last but 
not least was the securing of the at- 
traction feature, the shoes of tomor- 
row, It was Julien Samuels of the 
Samuels Shoe Co., St. Louis, who 
finally created the exhib'tion shoes, 
that as a point of interest are shown 
and described here, and it is stated 
that a number of the features in these 
shoes will be incorporated in their reg- 
ular lines. 

Of the four shoes shown “The Try- 
lon” is a high riding shoe of the plat- 
form type, made of yellow doeskin 
trimmed in silver kid, with semi-open 
shank and an extremely high quarter. 
It is supported by a 23/8 heel, the cov- 
ering being serrated. 

“Crystal Lake” a blue satin sandal, 
is built on an accentuated platform 
with an oak leaf tongue held in place 
by three bands of silver kid, each made 
up of many finely divided strands of 
the leather and carrying a 22/8 heel 

[TURN TO PAGE 49, PLEASE] 





TWO OUTSTANDING 
JONES-WALSH PATTERNS 


IN STOCh 


$760 


5% - 10 DAYS 


GLOVETEX 
STEP-IN- PUMP 


MARION In Black Suede with 
Black Calf Mud Guard, Stay and 
Heel to match. 17/8 Boulevard Heel 
AAA to Z sizes 3 to 10 

Same as above in Brown Suede 
with Brown Calf Mud Guard, Stay 
and Heel to match 


CAMISOLE GORE 
STEP-IN-PUMP 


FAN In Patent Leather, Seam- 
less, with draped ruffle and tailored 
bow of Black Mat Kid. Small pin 
perforation. 21/8 Heel. AAA to B 
sizes 3 to 10 

Same as above in Black Suede 
with Patent tailored bow 


. two shoes are your season's opportunity for a quick 
turn . . . All Jones-Walsh shoes are fashioned over the newest in 
lasts—Sbicca construction. They are outstanding shoes—shoes 
that will sweeten your profits. 

Ten day delivery on make-ups — any materials and combina- 
tions desired. 


JONES-WALSH SHOE CO. 


2652 PALM ST. ST. LOUIS, MO. 
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Soles and Heels 
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LITHOX and CORD 


A new sole and heel material 
No SPREAD, No CURL, No BULGE 


THE LITHOX CORP. 
Wapakoneta, Ohio, U. S. A. 
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Cuieren's Shoes 
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ROPR- Bin 


Goract Shoes 



















Shoe Trades Education 


New York — Persons interested in 
shoe trades education may pursue a 
program of special instruction leading 
to a diploma ‘n shoe manufacturing. 

The Board of Education of the City 


-of New York now offers free courses 


in shoe designing, shoe cutting, shoe 
stitching, shoe lasting and shoe sell- 
ing and merchandising. These courses 
will be conducted at the Central High 
School of Needle Trades, evening divi- 
son. Registration is now taking place 
at the main building, 128 West 31st 
Street, Manhattan. 

Instruction in the shoe merchandis- 
ing course will cover such topics as 
history of shoes, a study of shoe ma- 
terials, a study of bottoming materials, 
a study of feet, fitting shoes to feet, 
selling shoes at retail, shoe buying and 
shoe department management. Louis 
G. Feman, cha'rman of the shoe de- 
partment, invites inquiries regarding 
shoe trades education. 





Opens Shoe Department 


TALLAHASSEY, FLA. — William Mur- 
row and Haroid Reason are operating 
the new Vogue Shoe Store which has 
been opened in time to catch the Fall 
trade of returning students. A full 
line of smart Fall models has been 
stocked, shoes which will appeal to the 
students at the State College for Women 
located at Tallahassee. The new shop 
is located in The Vogue Dress Shop. 
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These superlative little shoes 


exercise a big influence. They 
are Flexible Hard Soles (2-8), the 
sturdiest in the famous Mrs. 
roo s Ideal line, and the logical 

for youngest shoes in juve- 

a a departments. Mothers 
ve a have bought Ideals 
them without resistance. St 
them, as do hundreds of re- 
tailers, and see how they in- 
fluence business! 


MRS. DAY'S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft 
Sole—Intermedia‘e and 


FLEXIBLE HARD SOLES 








St. Louis Store Promotes Dutch-Type Shoe 
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Nurses’ Shoes 





Flexible, Shape Retaining 
NURSES’ OXFORDS 





SUPER PLIABLE 
Process 


IN-STOCK 









am, Owens SHOE Co. 




























One of the prominent retailers in St. Louis is planning a promotion on these 


“Klomps” by Winthrop. The name, meaning wooden 


shoe, not only explains 


the origin of the style, but is very much in keeping with the type of shoe. 
Made of a Saddle Oak leather, there are no linings, counters or box toes in 


the shoes. The large toe spring, the 
combined with a new type of 


off heel, the half double scle 


Goodyear stitching, all tend to give 
the characteristic appearance. 












Russeks Open New Shoe Salon 


New York — Russeks, well known 
Fifth Avenue women’s store at Fifth 
Avenue and 36th Street, has opened a 
new women’s shoes salon on their fifth 
floor. Formal announcement of this, 
their initial venture in the shoe field, 
was given in full-page advertisements 
in the newspapers, Sunday, Sept. 11. 

The entire salon is finished in walnut 
with all stock, except that on display, 
carried behind a concealing partition 
to the right of the room. Access to 
the stock is by means of three arched 
doorways in the partiton which are 
hung with yellow drapes. 

The rear and left of the salon over- 
look the street, the former Fifth Ave- 
nue and the latter 36th Street. This 
allows ample natural light into the de- 
partment by means of the large arched 
widows overlooking the streets. 

Fitting chairs are of the casual and 
parlor type, cleverly arranged around 
the room at advantageous spots. 

Style shoes will be featured at prices 
ranging from $6.95 up, as well as 
hosiery, and other complementary ac- 
cessories. 

Geoffrey Swaebe, who was formerly 
with I. Miller, is buyer of the new 
department. He states that this new 
venture on the part of Russeks has met 
with enthusiastic response on the part 
of the public and business since the 


W. M. Ayres Expands 
Operations 


CHESTER, Pa.—W. M. Ayres, Inc., 
own and operate the department con- 
ducted in the “Weinberg Brothers” 
store in Chester, Pennsylvania, and 
have other leased departments under 
ecnsideration to add to the operations 
of W. M. Ayres, Inc. 

They have sold the Trenton, New 
Jersey, store to James Goldberg, 
formerly of Vineland, New Jersey, who 
will continue to operate the store with 
practically the same lines that they 
have established. 

W. M. Ayres was formerly senior 
partner of the firm of Ayres & Har- 
wood in Huntington, West Virginia, for 
approximately thirteen years and pre- 
vious to that owned a shoe store in 
Uniontown, Pa., from 1910 to 1924. 





Fun Mirror Sells Shoes 


New Iperia, Pa.—The Star Brand 
Shoe Store has a “Crazy” mirror, the 
kind you see in amusement parks, near 
the walk in front of their store. 

This mirror is two in one. It is 
curled—when you are close you appear 
very short and broad. Step back and 
the reverse happens, you are extremely 
tall and slim. 

Mr. Camile Hebert, the proprietor, 
says people stop to look at the exagger- 
ation of themselves. Their eyes travel 
to the shoes displayed in the window 
with the result of an increase in trade. 
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opening has far exceeded expectations. | 













































eel U- TOE a Ae 
for the sleek lines of the new 
glove-fitting shoes... 


Softer, glove-fitting shoes moulded to the natural lines of the 
foot . . . with soft open toes on the dressier sandals. That's the 
fall fashion picture. More than ever it calls for neatly-treed shoes 
... for shoe forms that fit snugly and smoothly under the pliable 
leathers. 


And that's where the new TU-TOE Fairy Forms come in. 
Forms with only two, rose-tinted toes peeping through the smaller 
openwork of the new sandals — the rest a streamlined form that 
shapes the shoe to perfectly smooth, rounded contours. 


TU-TOE Fairy Forms add dollars to the eye-value of the 
shoe. Made in sizes 4, 4% and 5 with adjustable width, in 
medium and high heels. Write Dept. BS-9 for prices and 


description of the complete Fairy Form Line. 


TO SHOE MANUFACTURERS: Help your Oy it | ay E 
dealers to display your shoes to their best advan- 
tages. Write today for full details about our new F oO R M 


cooperative plan. Co. Ine. 





Auburn, N. Y. — 

















Bowling Shoes 
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PROFESSIONAL 
BOWLING SHOES 
"s 


Men's wi 








Women's Shoes 


6 6 ee OP 


TUG BOATS 


IN-STOCK 
Order now for 
Preferencial 












Ne. 137¢6—Brown elk, storm-welt, 
solid leather throughout S & M. 


Ne. 1371—Brown vobuck, storm- 
welt, solid leather throughout S & M. 


No. 1372—Natural calf, storm-welt, 
soli4 leather throughout S & M. 


Similar Styles in Stock with 
Crepe Soles 
Priced at $2.10 
Send for New Fall Catalog 








N. Y. office, 402-404 Marb-idge Bidg. 


A. SANDLER CO. 

















New Tu-Toe Shoe Form 


AvuBURN, N. Y.— With Fall shoes 
featuring softer leathers and glove- 
fitting lines that hug the natural con- 
tour of the foot, display men are faced 
with new problems this Fall, particu- 
larly in open-toed models. Shoe forms 
that fitted and displayed to their best 
advantage the w'de-open toes of Sum- 
mer shoes cannot be used in the new 
Fall types with their smaller openings. 
This is due mainly to the fact that the 
new toe ieathers are so soft and so 
glove-fitting that they would be 





stretched or bulged by any uneveness 
in the form such as a covered toe would 
give. On the other hand, entirely plain 
forms without any toes whatsoever fail 
to do justice to the dramatic possibili- 
ties in the open-toed shoes. 

To cope with the situation, Shoe 
Form Co., Inc., Auburn, have developed 
and placed on the market an entirely 
new model in their Fairy Form line. 
Ii is called the Tu-Toe model and its 
two rosy-tinted toes are just the right 
s ze and in just the right position to 
twinkle provocatively through the 
smaller. openwork of the new sandals. 
The remainder of the form is stréam- 
lined to fill out the. shoe vamp to the 
sleek, rounded contours that will be 
the height of fashion this Fall. 


Field Elected Secretary 
of N.E.S.L.A. 


Boston, Mass.—At a meeting of the 
officers and directors of the New Eng- 
land Shoe and Leather Assoc‘ation, 
Maxwell Field was unanimously elected 
secretary. Mr. Field had been the act- 
ing secretary of the association for the 
past several months following the sud- 
den death in July of James H. Stone, 
former secretary. 






































MAXWELL FIELD 


In accepting the appointment, Mr. 
Field pledged his every effort to carry 
on the excellent work undertaken by his 
predecessor in the spirit and traditions 
of the assoc’ation over the past 70 
years, to the end that the New England 
Shoe and Leather Association be rec- 
ognized as the leader of this important 
New England industry. 

Mr. Field has been connected with 
the association for the past three years 
as statistician and assistant-secretary. 
He was active in preparing the several 
statist'cal briefs filed by the associa- 
tion last year in connection with the 
U. S. Tariff Commission’s investigation 
of the increased imports of women’s 
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RIGHT 
down 
your alley is 
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because it is economical . . . 
yet it has all the beauty and 
durability demanded in good 
shoes. 30 colors . . . aniline- 
dyed . . . color-fast . . . nap- 
sueded ... used by most man- 
ufacturers. 


SLATTERY BROS. 
TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 

























cemented shoes from Czechoslovakia. 
He has 2lso conducted several other im- 
portant research projects for the asso- 
ciation. 

Before coming to the association, Mr. 
Field was engaged in research work 
for other groups in the shoe industry. 
He is a graduate of Dartmouth College 
and received the degree of Master of 
Commercial Science from the Amos 
Tuck School of Administration and 
Finance, Dartmouth’s graduate busi- 
ness school. 

Mr. Field is married and resides at 
52 Humphrey Street, Swampscott. 































Groose and Boettge 
Open Store 


BeLoir, Wis.—Earl D. Groose and 
Harry Boettge have opened a new shoe 
store in the Strong Building here. Both 
men were formeriy associated with shoe 
firms in Beaver Dam, Wis., the former 
with the Newton & Wenz Co. in charge 
of the shoe department, and the latter 
as manager of the O. A. Haas Shoe Co. 
store. Mr. Groose was employed by the 
Babler Shoe Co. in Beaver Dam before 
joining Newton & Wenz Co., where he 
remained for 18 years, while Mr. 
Boettge, who had 15 years experience 
in the retail shoe business, was manager 
ef the Haas store for eight years. 
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SHOE COMPLAINTS LOSE 
Customers and Cost Money 


A SATISFIED AND COMFORTABLE CUS- 
TOMER IS THE ONLY REPEAT CUSTOMER 
Shoe Complaints Mean Foot Trouble 


METATARSAL TROUBLE 


SHOE COMPLAINTS 
Indentation in the insole at the ball 
Wrinkling of the insole 
Abnormal wearing of the sole at the ball 
Abnormal spreading of the shoe at the ball 
CAUSE 


Metatarsal Trouble (Dropping of the arch at the ball of the 
foot). 


‘00 
SYMPTOMS 
Burning, swelling, 
bunions, crooked toes, 
of the foot, sharp cramp-like pains in feet and Icgs, 
very severe. 
EXPLANATION 
When the arch at the ball of the foot drops, 
abnormal pressure, resulting in an indentation and wrin- 
kling of the insole and abnormal wear upon the outsole. 
When the Metatarsal Arch drops, it causes the foot to 
broaden, thus spreading the shoe out of shape. Pressure 
of the lowered bones restrict blood supply and press upon 
nerves, resulting in great discomfort and pain. The most 
important external symptom is the callous on the ball of 





excessive perspiration, corns, possibly 
Hammer toes, callouses on the bail 


often 


it causes 


Stop these foot and shoe complaints by fitting the proper 
Dr. Wood's or Arrowsmith Metatarsal Arch Support. Note 
(Any support with an elevation at the front is proper for 
Metatarsal Trouble, as only in strength, quality and 
price.) A properly fitted etatarsal Support must fit flush 
with the heel and flush with the ball, following the contour 
of the relaxed foot. The Metatarsal elevation should be 
~~ directly behind the toe joints or directly behind the 
callous. 

COMBINATION FLAT FOOT AND 

METATARSAL TROUBLE 
Where there is a combination of Flat Foot and Metatarsal 
Trouble—fit a support combining the principles of the ones 
already explained. A flange for flat foot plus a metatarsal 


elevation for metatarsal trouble. 


219 West Chicago Avenue 


la 
; 
¢ 
; 
td 
Cd 
; 
td 
4 
¢ 
; 
; 
¢ 
‘ 
‘ 
; 
; 
; 
; 
‘ 
¢ 
; 
; 
; 
( 
td 
td 
id 
; 
¢ 
; 
; 
; 
; 
id 
; 
; 
; 
td 
; 
; 
‘ 
; 
; 
; 
; 
; 
’ 
é 
; 
; 
; 
; 
td 
‘ 
‘ 
; 
‘ 
4 


SHOE SUNDRIES, Inc. 


DR. WOOD’S AND ARROWSMITH 
ARCH SUPPORTS AND REMEDIES 


Chicago, Illinois 


eee eee eee eee eee ee eee eee eee ee 


- 0 4 
Nu-Matic Shoes are 
Union Made 
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Factory Starts Operations 


KEENE, N. H.—The new Robert-Hart, 
Inc., shoe factory on Water Street has 
commenced cutting operations, and 
from 40 to 45 workers have been en- 
gaged. All workers are residents of 
this city. 

The concern is affiliated with the 
Vermont Rubber Co. of Jacksonville, 
Vt., jobbers of shoes, rubbers and boots, 
which will occupy the lower floor. 


James G. Peede 


New YorK—James G. Peede, 51, 
noted theatrical representative and 
former editor of Hide and Leather, 
died at his home in New York, Septem- 
ber 2 of pneumonia. 

Mr. Peede was connected with the 
stage after he graduated cum laude 
from Harvard in 1908, and had repre- 
sented such stars as Mrs. Fiske, George 
Arliss, and William Faversham as 
business manager or advance press 
agent. 

He was born in Beverly Farms, 
Mass., and his enthusiasm for the thea- 
ter developed early in his life. While 
in high school he was employed by the 
Boston Transcript as an extra reviewer, 
and as a college student he served as 
correspondent for the Boston Herald. 

Following his graduation, Mr. Peede 
took to the road as manager for Mrs. 
Wiske in “Salvation Nell,” which was 
written by a Harvard classmate. Later, 


he was advance agent for Harrison 
Grey Fiske and his wife in “Pillars 
of Society” and also for Mr. Arliss in 
“The Devil” and “Septimus.” 

Between 1914 and 1924 Mr. Peede 
became more active in the Broadway 
area, serving Richard Walton Rully 
as general manager for “The Bird of 
Paradise,” “Omar the Tentmaker,” and 
“The Masquerader,” and also for Mr. 
and Mrs. Sidney Drew in the success- 
ful comedy “Keep Smiling.” 

As general press representative for 
Winthrop Ames, he handled some of 
that producer’s leading presentations, 
including “Beggar on Horseback,” 
“Minick,” “Old English” wth Mr. 
Arliss, and the famous series of Gilbert 
and Sullivan revivals. He was also 
advance man for the Shuberts with 
“Blossom Time,” “The Student Prince,” 
and “Shadow and Substance,” and last 
season with “Bachelor Born.” 

Mr. Peede joined the staff of Hide 
and Leather in 1933 and became its 
editor in 1935, serv:ng in that capacity 
until the summer of 1937. In this posi- 
tion his able pen was employed vigor- 
ously and colorfully in the interests of 
the shoe and leather industry. He 
established close contacts with leading 
influences in the industry and gained 
a keen insight into its affairs. 

Mr. Peede was married to Jean Mur- 
dock in 1912. They were later divorced 
and in 1937 he married Ida Roche. He 
is survived by his widow; three chil- 
dren by his former marr age, Loring, 
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Let Nu-Matic FLEX-POISE Shoes bring 
you new merchandising possibilities .. . . 
extra sales .... and extra profits .... 
because they offer extra style and health 
construction features at the same price 
of ordinary shoes .. . . Start in Today! 
* Short Back Part Last to prevent gapping and slipping. 

* Extra Toe Spring to preven! unnecessary wrinkles over vamp. 

* Outilair Wide Tread Last providing full foot treedom. 


SPECIAL 
EDGED HEEL 


Bhort Beck Part Last to 
prevent gapping end slipping 














ROHN SHOE MANUFACTURING CO 
>? FLORIDA STREET, MILWAUKEE, WIS 


Ruth, and Margaret; his parents, Rev. 
and Mrs. T. Richard Peede, of Cam- 
bridge, Mass., and a brother, Loring 
G., of New York. 


Joe K. Reynolds 


CuHIcaGo.—Joe. K. Reynolds, one of 
the most popular leather selling agents 
of the Chicago-Milwaukee district, died 
suddenly Sunday night, Sept. 11, of 
heart failure, while en route from 
Chicago to New York on the Twentieth 
Century Limited. He was 47 years old. 

Mr. Reynolds was stricken shortly 
after he had entered the dining car, 
and despite efforts to revive him, the 
end came quickly. He was on his way 
East to attend the Leather Show and 
Style Conference held in New York on 
Monday and Tuesday. Alec Mueller, of 
the A. R. Mueller Leather Company, 
Milwaukee, and Ted Simonds of Wey- 
enberg Shoe Co., accompanied him. The 
body was removed from the train at 
Buffalo and brought back to Chicago, 
where Mr. Reynolds made his home and 
where his widow, two sons and a 
daughter survive him. 

Mr. Reynolds acted as sales agent 
for Allied Kid Company, Alfred K. 
Goldman, Lewis Leather Company and 
Harris Leather Company. The terri- 
tory he covered extended as far south 
as Nashville, Tenn., and he had a wide 
acquaintance and many warm friends 
who will be shocked to learn of his sud- 
den passing. 

























Men's Shoes 
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RADE ONLY” 


“HIGHEST G 
EAST , MASS., U. S. A. 
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Vamp and Quarter Lining 
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The Outstanding Re- 
for Leather 


~~ 


RESPRO__ INC. 
































Pressed Reptiles Good 
in Miami 

MIAMI, FLa.—Throughout the Miami 
area a lot of suede is shown for Fall 
with pressed reptilian leathers much 
in the picture. These reptilian leathers 
are dyed to match any suede. Perfor- 
ated suede with an underlay of patent 
has been popular. There is plenty of 
patent in the picture. Burdine’s is 
showing an exceptionally smart shoe 
of oxford type, of moss green suede 
with roseberry tan calf trim. High in- 
steps are a new note. Mudguard or 
deep soled effects are popular and are 
being featured in exclusive lines as well 
as in popular price models. Heels are 
a trifle lower and show considerable 
detail. For example there is the “Rou- 
lette” composed of layers of “poker 
chip” leather in two or more colors. 
Luggage tan is very smart; so are 
greens and a wide range of purple 
shades. Oxfords are a good model. A 
wide price range covers the scalloped 
top shoe this season. Lots of perfora- 
tions shown for comfort; the ventilated 
shoe continues to be in demand. 



































Cutler’s Observe 50th 
Anniversary 
Cxicaco, ILL.—The Cutler Shoe Com- 


pany observed its 50th anniversary on 
State Street recently with the official 


opening of its remodeled shoe salon in 


the Palmer House building. 

The store has been completely trans- 
formed from the regular type shoe 
store into a modern salon which is most 
elaborate and unusual for stores deal- 
ing with shoes in the popular price 
range. 

Instead of walking directly into the 
shoe store proper, customers now ap- 
proach it through a heavily carpeted 
lobby. On one side of this lobby is a 
hosiery counter and bar and on the 
other a handbag department. This sec- 
tion is finished in natural woods. The 
shoe store section is equipped with 
drawing room type chairs and decor- 
ated in pastels. All stock is hidden. 
The store also has a new front and new 
display windows. 

The remodeled establishment which 
is now owned by the A. S. Beck Co. 
officially began business when a ribbon 
across the doorway was cut by M. B. 
Hausman, New York, president, David 
Mayer, president of the State Street 
council, and Walter L. Gregory, vice- 
president of the Palmer House com- 
pany. 

The store is under the general super- 
vision of William Cohan, Chicago dis- 
trict manager for Cutler’s. Manager of 
the store is M. Jacobson. 


Opens Baltimore Unit 


BALTIMORE, Mp.—Baltimore has been 
provided with another completely air- 
conditioned women’s shoe shop, through 
the formal opening of the Kitty Kelly 
Shoe Shop at 25 West Lexington St. 
This is Baltimore’s newest addition to 
the exclusive shoe shop district centered 
around the shopping center. It is 
ultra-modern and spacious, making it 
one of the largest additions in recent 
years to the retail shoe field. It has 
a seating capacity of over one hundred. 

In treatment the shop provides an 
inviting atmosphere. A harmonizing 
color scheme adds a distinctive touch. 
The floor is richly carpeted. An open 
shelving arrangement has been in- 
stalled. The shelving does not run up 
to the ceiling, thus eliminating high 
climbing by clerks for shoes wanted. 
This is designed to save time and labor 
and tends to greater efficiency. The 
shop has spacious, attractive and well 
appointed show windows, which permit 
an effective and comprehensive display 
of the latest in Kitty Kelly footwear. 

Near the entrance is a hosiery and 
handbag section. Other accessories are 
carried which go well with women’s 
footwear. For the two opening days, 
handbags were given free with all pur- 
chases of footwear. 

The interests operating the store 
have formed and incorporated in Mary- 
land, the Kitty Kelly Stores Corpora- 
tion, with a capitalization, of $5,000, 
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Good materials mean good workman- 
ship. Ask for processed fabrics made 
from Buck Creek Flannels. Their ten- 
sile strength is greater —their even 
nap takes a smoother coating. Com- 
biners have consulted us on their fab- 
ric problems for 25 years. Let our 
experience be your advantage. 


SELLING AGENTS: 


LW. Velentine bs 


40 WORTH STREFT, NEW YORK, N. Y 


NEW ENGLAND REPRESENTATIVE: 


JOSEPH S. CALIGA 
10 HIGH STREET, BOSTON, MASS. 

















consisting of 100 shares of stock, each 
having a par value of $50. The in- 
corporators are Benjamin Kellner, 
Harry A. Bass and Sidney J. Waterman. 


Drizen Opens Shoe Store 


Bevery Huis, Cauir.—John E. 
Drizen has opened a most attractive 
shoe store right in the heart of the 
local business district. Shoes for wo- 
men and children are featured with 
these lines in the opening stock, Enna 
Jettick, Tweedies, Gale Sport oxfords 
and the Curtis, Stephens & Embry line 
for children. In addition, Mission 
hosiery is well stocked. Mr. Drizen 
comes here directly from Philadelphia 
where he managed the Benheim Shoe 
Co. located on South 52nd St. He was 
identified with the Philadelphia retail 
shoe business for eighteen years. As- 
sisting him in his new store is Eugene 
Brown, his former assistant manager 
at Benheim’s. 


Enjoy All-Day Picnic 


FARMINGTON, N. H.— Twenty-five 
employees of the packing room at the 
Burton shoe factory here recently en- 
joyed an all-day picnic at Old Orchard 
Beach in Maine. The workers, who 
made the trip in trucks, visited the re- 
sort’s amusement places and had a 
shore dinner. 
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FOR YOUR GOOD NAME 


Forty successful years of manufacturing only 


de of children's shoes . . . the finest... . 
ALTSCHUL to offer you; for your own 


brand name, the most complete line of scien- 
tifically fitting shoes on the market today. These 


shoe leaders for infants, children and growing 
girls are unequalled in customer appeal and 


prestige building qualities. 


Two of our seventy-five style leaders IN 
STOCK for immediate delivery are pictured 
here. Our complete 1938-39 illustrated catalog 
will be sent upon request. 


JULIUS ALTSCHUL, Inc. 


Tan cf., lizard cf. trim; Welt 
corrective dress ‘ord; long in- 
BR. and L. molded steel 

L416 (illustrated) AA 

ih o—i2/8 Bullt up 


117 GRATTAN STREET, BROOKLYN, N. Y. 


Tan elk, full 

vamp, shark tip, 

Welt corrective 

oxford, long inside 

arch supporting coun- 

+ master- 

wedged at inner 

and L. molded steel 

shank; welted nailless heel seat 

C426RX—A to D—SY, te 12— 
4/8 heel 


M426RX (illustrated) AA te E 
—I2% to 3—5/8 > 
(Also stocked in Black efk) 
L425RX (Ek tip)—AAA te D 
—3% to 6-6/8 heel $4.00 
AI and © sizes $.25 extra. 
(Also stocked in Black elk) 
Tan etk shark tip Boots in 8% 
te 12 and 12% te 3 also stocked. 





Footwear Fashions 
[CONTINUED FROM PAGE 30] 


“That is the secret of her youth, Mr. 
Kirsh,” replied Miss Scully. “Miss 
Rich is never idle. She believes that in 
keeping busy, one keeps young.” 

By this time, we were at the Grotto, 
the famous gathering place of the ra- 
dio and screen stars. 

Knowing that we were coming, both 
Miss Rich and Mrs. Schallert were 
ready to join enthus‘astically in the 
shoe discussion. 

Stunningly attired in sheer black 
chiffon with a Roman stripe bolero 
striking an exciting contrast, Mrs. 
Schallert opened the fashion conversa- 
tion. “I believe assembling a costume 
should receive a great deal of personal 
attent'on. Some times it takes me 
weeks to assemble one complete cos- 
tume. I think that one accessory 
chosen in haste can ruin an ensemble. 
There should be complete coordination. 
Then once your outfit is complete, you 
never have to worry about looking just 
right. One complete ensemble can be 
worn for a long, long time and always 
creates a stunning impression.” 

“I take it then,” asked Mr. Kirsh, 
“that you spend quite some time in se- 
lecting footwear?” 

Look'ng as though she had just step- 
ped out of one of the pages of a popu- 
lar fashion monthly, the NBC commen- 
tator replied, “Indeed I do. You see 


the shoes must fit perfectly in the pic- 
ture, because once I have assembled a 
costume I never break it up.” 

“Well, I’m the type that just can’t re- 
sist buying shoes,” said Miss Rich, her 
navy blue crepe ensemble a picture of 
fashion perfection. “I love them and 
many times I assemble a costume 
around a pair of shoes.” 

“That’s where you are clever,” said 
Mr. Kirsh. “People should start with 
shoes as the foundaton of their cos- 
tume. So many people make the mis- 
take of building down. You see, what 
you wear on your feet may completely 
make or mar any costume.” 

“My latest shoe acquisition,” said the 
lovely NBC actress, “is a pair of the 
new platform shoes. I bought them for 
evening.” 

“Platform soles were rather dubi- 
ously introduced here last year,” re- 
marked Mr. Kirsh, “having been 
brought over from Paris and Rome. 
Their origin dates back to the Or‘en- 
tals, Romans and Venetians who spent 
fortunes on their footwear.” 

“Yes,” interrupted Miss Scully, “it 
seems to me that in doing some fashion 
research work, I read that the ancient 
Chinese have -.worn platform soles for 
over a thousand years.” 

“Just what are they made of, Mr. 
Kirsh?” asked Miss Rich. “They feel 
so grand on the feet and are perfect 
to dance in.” 

“Pressed felt, and sometimes the back 


part ‘s made of cork,” replied Mr. 
Kirsh. “I personally think they are 
destined for fashion’s favor not only 
for evening wear, but for sport and 
country wear besides.” 


The “Shoes of Tomorrow” 
[CONTINUED FROM PAGE 43] 


of crystal plastic, closely resembling 
clear glass. 

“The Perisphere” is a one-piece gold 
kid high riding stepin, with circular 
cutouts over the entire upper, and with 
an overlay of Chinese red suede on the 
quarter. The high heel is serrated 
with a thin line of gold kid. 

The fourth and last shoe, “Amuse- 
ments” is a bow tie oxford w'th a lat- 
tice work gold kid vamp, a red satin 
23/8 heel overlaid with a lattice of gold 
applique, and tied with a slender, ex- 
tra length bow. In all they are ex- 
tremely modern, and might well be “the 
shoes of tomorrow” but not yet “the 
shoes of today.” 


To Manage Shoe Department 


New ORLEANS. — Sam Washofsky, 
new manager of the shoe department 
at Davis’ store on Canal Street, is from 
Los Angeles, but formerly from New 
Orleans. He succeeded H. E. Williams, 
who goes back to Tulsa to take charge 
of the shoe department at Williams’ 
Apparel shop there. 














Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St.. Chicago, IIl. 





MSALPIN 
"AGreat Hotel" 


from $2.50 a day, single 


Broadway at 34 St., N.Y. 


HOTEL 


$4 and $4.50 double 





Under KNOTT Management 
JOHN J. WOELFLE, Manager 
































Dancing Shoes and Taps 





PROFESSIONAL TAP DANCE SHOE 
IN-STOCK 


T. NATHAN 
138 Lincoln St., Boston, Mass. 




















Sheftel to Manage Morse’s 


PRovIDENCE, R. I.—Ben C. Sheftel 
has been made manager of Morse’s, 
Inc., 262 Westminster St., succeeding 
Morris Brownstein who has been trans- 
ferred to the company’s store in Worces- 
ter, Mass. Mr. Sheftel comes to this 
city from Albany and he was formerly 
in Pittsfield, Mass., with the same com- 
pany. 

Samuel Kanplan remains as assistant 
manager. Other changes in the Morse 
management include the promotion of 
Thomas Carey, from Pittsfield to Troy, 
George Tomlinson, from Troy to Al- 
bany, and Harry Kronick, assistant 
manager at Albany store to manager 
of the Pittsfield store. 

The company has been air condition- 
ing its stores and now has most of them 
completed in this respect. 
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Yoskin Joins Hamilton-Brown 


Sr. Louis, Mo.—Lewis Yoskin has 
recently joined the sales staff of the 
Hamilton-Brown Shoe Company, rep- 
resenting the Independent and Metro- 


LEWIS YOSKIN 


politan branches. He will travel the 
territory east of Pittsburgh including 
the cit’es of Baltimore and Washing- 
ton. 

Mr. Yoskin represented the Pontiac 
Shoe Company for a number of seasons 
and more recently has been associated 
with the Consolidated National Shoe 
Corporation of Boston. 

Last August 10, W. L. Collins, presi- 
dent of the Hamilton-Brown Shoe Com- 
pany, announced that factory produc- 
tion had jumped 100 per cent, due en- 
tirely to new business. Today, the com- 
pany’s factories are running at full 
capacity of approximately 21,000 pairs 
per day. 


Industrial Outlook Bright 


Dover, N. H.—Industrial expansion 
and retail organization have brightened 
the outlook here for the Fall and Win- 
ter months, and with employment at a 
higher level than for two or three 
years at this time, Dover is apparently 
moving out of the depression, accord- 
ing to local business observers. 

Two large shoe factories here have 
recently reported an expansion of their 
industries which involve a large in- 
crease in the number of employees. The 
Dover Shoe reports the addition of help, 
bringing their total up to 350. Accord- 
ing to present plans and business 
trends, they will employ about 400 by 
Jan. 1. 

The Banner shoe factory, which 
moved here about two years ago, this 
Spring added an addition to their Park 
Street factory, and at present are ap- 
proaching their capacity in number 
employed. 


ELAM'S 


PRE-WELTS 





Younesters get the necessary foot 
guidance wearing Elam's Pre-Welts. This 
| line's profit making possibilities merit your 
inquiry. Write for catalog. 


F.S. ELAM SHOE CO. 








Resume Regular Closings 


INDIANAPOLIS, IND.—Shoe stores in 
the downtown district here, which have 
been operating for some time on early 
closing schedules, resumed the regular 
closing hours recently. Where stores 
had been closing on Saturday at noon, 
they will be open until 5:30 p.m. 


Show Peasant Shoes 

NEw ORLEANS, LA.—Shoes this year 
give women a choice of assuming a 
peasant personality or of trying to be 
a dainty lady. The piquant charm of 
the peasantry took the country by 
storm in the form of dirndl skirts and 
bandannas that tie under the chin, and 
now is having its effect on Tyrolean 
“softie” shoes at Godchaux’. Styled for 
action on comfortable low heels, several 
Tyrolean patterns have a “mudguard” 
treatment around the sole. 


Increase Employment 


ORANGE, Mass.—Increased business 
has necessitated employing an addi- 
tional 50 people during the past few 
weeks, General Manager Samuel Uchi- 
tel of the Orange Shoe Manufacturing 
Company announces. Machinery in- 
stalled during June is being used. 

Improvements on the floor plan have 
been completed and new offices opened. 
The company now employs about 350. 
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Women’s Style Outlook 


[CONTINUED FROM PAGE 24] 


to be doing surprisingly well. Beige 
play shoes with crepe soles are having 
a good run. Platforms were not caus- 
ing so much excitement as elsewhere. 

With the Fall season barely started, 
Ben Childs, of Holyoke, Mass., spoke 
from a shorter selling experience than 
the previous speakers. In colors, he 
reported wine first and plum possibly 
second. In patterns, two-eyelet ties and 
pumps, including sandalized pumps, 
many with high throats. Leading ma- 
terials are suede or suede in combina- 
tions, kid and calf. White saddle ox- 
fords are much in demand with the 
school trade. Interest is being shown 
in platforms and wedges. 

As introduction to the discussion of 
Spring shoe fashions, Chairman Wach- 
enheim read a summary of general 
fashion trends compiled by fashion 
authorities. The three types of cos- 
tumes will continue for Spring—dress- 
maker, casual and taijored. Sport 
clothes are very important for all 
leisure hours. The Gibson Girl influ- 
ence will continue. It is interesting 
to note that this was the first period 
when girls had sports clothes. Other 
periods—the 1889-1890’s and the 1860’s 
—will continue their strongly feminine 
influence. Skirts will still be very 
short, waists molded, hats high but 
probably not so high, hair high, sleeves 
puffed, jewelry important. Color in ac- 
cessories will contrast with the cos- 
tume, or, the newer note, exactly 
match it. Here is a problem for the 
shoe manufacturer, to match leather to 
fabrics. Fabrics will have a soft look. 

In sport shoes, the peasant and cow- 
boy influences will continue strong. Shoes 
of woven leather strips, of mesh and 
of braided materials, with platform 
soles and all sorts of novelty heels, will 
sell first at the Winter resorts and 
then for Spring and Summer. 

Following this résumé of general 
fashion trends for Spring, style men 
from six shoe manufacturing houses 
spoke on Spring trends in shoes. Their 
reports summarized a 167-page report 
compiled by leading shoe manufac- 
turers in a meeting held last Saturday 
at the Waldorf. 

Ben Schwartz of Schwartz & Benja- 
min, spoke first on color, “the major 
question” for Spring. Mentioning them 
in the order of their importance, he 
put them into five major groups. 1. 
Black, again the leader. 2. Blue— 
Marine and then Parisian. 3. Tan or 
Copper. The Committee recommended 
Golden Havana with a reddish cast. 
(The pairage of 2 and 3 were expected 
to be about the same as last year.) 
4. Wine—probably Red Burgundy, 
lighter in tone than the Fall wine shade 
but depending on the Fall acceptance 
of wine. 5. An assortment of colors— 
Beige, depending on clothes and to be 
watched. India Brown, only in high 
grade and conservative. Patio Tan, 
only for contrast. Grey, no interest. 


Shoes and Leather in Recovery 


[CONTINUED FROM PAGE 39] 


“A Nation-Wide Retail Demonstra- 
tion” was the topic of an address by 
Lew Hahn, general manager of the 
National Retail Dry Goods Associa- 
tion. In his speech, Mr. Hahn ex- 
plained the necessity for some step to 
create confidence on the part of the 
consuming public as a whole in retail- 
ing. Among publicists, consumers, etc., 
he remarked, there is no definite 
knowledge of the value and importance 
of retailing. In a period when, as at 
present, transitional processes are 
somewhat speeded up, everyone has it 
in for retailers, arguing that the cost 
of distribution is too high and sanc- 
tioning some form of “mass distribu- 
tion.” According to Mr. Hahn, that is 
utter nonsense; it is self-contradictory. 
Distribution itself means breaking the 
mass. It is likely that there is some 
confusion of distribution with mass 
buying, which is an altogether different 
thing. 


“Don’t Be Cockeyed,” Warns Hahn 


Mr. Hahn dwelt at length on the 
need for all retailers to stand to- 
gether for their own interests, and to 
explain to consumers something of the 
problems -of distribution. This could 
be done so as to create the needed feel- 
ing of confidence. 

“Captains of industry,” he said, “ex- 
pect it all to come from President 
Roosevelt. No doubt any President of 
the United States can do a great deal 
to create confidence on the part of the 
people, but to expect one man to do 
it alone is cockeyed.” 

He explained that confidence, mean- 
ing a feeling of self-reliance, must 
come from the people as a whole. To 
stimulate the growth of confidence, re- 
tailers could stage a “Buy Now” cam- 
paign, but unless they appealed di- 
rectly to the self-interest of their 
customers, it would not be much use. 
Therefore any attempt at this sort of 





Black to be followed by Blue which 
will come in strong. 

The second speaker, Charles Cald- 
well, of George E. Keith Co., dealt 
with the question of materials which 
were considered to depend on colors 
and types of shoes. 

The question of patterns was dis- 
cussed by Bert Bancroft, of Bancroft 
Walker. Pumps, stepins and sandals 
are the leading patterns. Open toes 
and open quarters will show increased 
volume because “women like them.” 

In reporting on novelty treatments, 
Carl D. Fliegner, of the Brown Shoe 
Co., emphasized the importance of the 
new treatments of soles and heels. 

Other speakers included H. A. Birch, 
of E. P. Reed; Murray Planco, of I. 
Miller, Harry B. Tove, advertising con- 
sultant, and Harry Kushins, of Blue 


‘Ribbon Shoemakers. 


thing, designed to appeal to their al- 
truistic motives, is “cockeyed”, too. 

The best way to create that confi- 
dence, in the opinion of Mr. Hahn and 
of the National Retail Dry Goods 
Association, is to give consumers a 
picture of a great trade doing its work 
better than ever before. The N.R.D.G.A. 
is asking retailers to do what they 
have always done in the way of ser- 
vice, windows, merchandise, etc., but 
to do it more intensely and for as long 
a period as possible, to give the public 
a true picture of what retailers are 
doing to stimulate buying. All retail- 
ers in the United States should do 
this, and they should get as much pub- 
licity as possible, make the public sit 
up and take notice, and realize what 
retailing is doing for them. 


Mrs. Rorke on Color Tempo 


Mrs. Margaret Hayden Rorke, man- 
aging director of the Textile Color 
Card Association, opened her speech 
with an explanation of the term “tem- 
po” as applied to music, showing how 
this applies also to fashion. In the 
Paris openings, Mrs. Rorke said, there 
were more feature colors showing pe- 
riod influences than ever before. The 
Louis XIV influence, that of the Per- 
sian exhibition, Winterhalter paintings, 
the visit of the English king and 
queen, Florentine influence, that of the 
gay °90’s—all contribute to the rage 
for color. 

Her predictions as to the importance 
of the various colors was interesting. 
She mentioned: Red-wine family—in- 
cluding Burgundy—in darker and more 
colorful shades as being outstanding 
for Spring, and predicted that these 
would be sponsored by American and 
Europeans for both town and sports. 
Reddish and plum toned browns will 
be good for accessories. Light tan and 
rust will be good alone or combined. 
Sienna Rust will hold high style pres- 
tige. India Brown will be important 
for volume demand. 

“The lighter, reddish and amethyst 
browns are expected to replace darker 
browns, for they give added zest to the 
costume, and will appeal to women who 
like a variation on something which 
they have endorsed for some time. 

“Blues are recognized as a classic 
staple. They are important in Spring 
costumes from light blue to lively 
navy—good alone and in combinations. 
Volume blue shoes must have life and 
purple undertones. Parisian blue in 
the lighter tones will be good. Reds 
are expected to be good, and it is 
likely that they may cut into the blue 
volume.” 

Miss Esther Lyman, merchandise 
editor of Harper’ Bazaar, spoke just 
prior to the fashion showing, and illus- 
trated her talk on “Fashion Trends 
for Resort and Spring” with enlarged 
photographs showing new costume de- 
velopments. 
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Experienced Salesman 


wanted to sell Children’s and Growing Girls’ 
shoes. Pacific Coast and Middle West ter- 
ritory open. State experience and give ref- 


erences. 

Address 7[$065, 
c/o BOOT AND SHOE RECORDER, 
140 Federal St., Boston, Mass. 








MISSISSIPPI 


Open for an experienced road salesman who 





ASGRESSIVE SHOE MAN AVAILABLE. 
Merchandiser-Buyer, Manager and Promoter 

Stock Control expert—Knowledge of window 
trimming—A. 1 Salesman and T. O. Man. 
Handle all grades for Men, Women and Chil- 
dren. Married. Best of references. Address 
$967, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





HOROUGHLY experienced shoe man, 35, 

with fifteen years of experience and com- 
plete knowledge of shoe construction, corrective 
fitting, and every other detail pertaining to high 
grade and popular priced shoe retailing. Thor- 
oughly familiar with department store operation ; 





ble of buying and assuming complete charge. 





is interested in a per and jf 
connection. Large volume of business estab- 
lished in this territory. If you want to make 
more money, write 


SHU-STILES, INC., 
1214 Washington Ave., St. Louis, Mo. 








SALESMEN: 


Wanted by large rubber manufacturer for 
the following territories: Upper New York 


Will locate anywhere. Address $961, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. ¥ 





ITUATION WANTED—Bookkeeper, typist. 

Four years’ experience shoes. Address 2968, 
care Boot & Shoe Recorder, 239 West 39th 
Street,-New York, N. Y. 





State, Western Massachusetts and © 
cat. When applying give name, age, expe- 
rience, ete. 


Address {0959, 
c/o BOOT AND SHOE RECORDER, 
140 Federal St., Boston, Mass. 











ALESMAN—Sport Shops, Department Stores, 

etc., Following. Wanted for line of Ski- 
Boots, Hi-Cuts, Moccasins, In-Stock & Make- 
Ups. When applying state references, lines 
carried, territory covered. Commission 
—no advances. Address $969, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





IDE LINE SALESMEN WANTED. We 

are open for salesmen in states west of the 
Mississippi River, also Mid-West states, to sell 
an imported line of women’s novelties and arch 
type shoes, carried in stock. Commission basis 
only. Address $963, care Boot & Shoe Recorder, 
140 Federal St., Boston, Mass. 


BUSINESS OPPORTUNITY 


QC PPORTUNITY Knocks for young man with 
approximately $1,000.00 to invest in his 
own business. Experience in shoe business 
necessary. Splendid opportunity. Address $954, 
‘care Boot & Shoe Recorder, 1627 Locust St., 
St. Louis, Mo. 








Well-Known British Agent 
desires to rep upon issi 
American > ec 


LADIES’ FASHION SHOES 
in very latest styles for the Popular Trade 
Has co: nection amongst the Largest Multiple Firms 
in the British Isles. 
Address Ne. 962 care Boot & Shee Recorder 
239 West 38th Street, New York, WN. Y. 




















ANTED by salesman with car and many 

years’ experience to cover St. Louis and 
Missouri. Furnish best of references. Ad- 
dress $960, care Boot & Shoe Recorder, 1627 
Locust St., St. Louis, Mo. 








MERCHANTS’ NEEDS 











$41.00 
= foudy 





$2.25 
HALF Gross 


Tilte at Any Angle 


M. D. Pollinger Co. 
Holland Bidg., St. Louis, Me. 








DR. PYLES FOOT OSCILLATOR 


The Most Remarkable Contr bution to shoe retailin 
recent years. Take your me out of the ordinary 2 
jot 









FOR RENT 


wo EN’S Retail shoe department to rent in 
ladies’ shop, long established, doing a large 
volume of medium and better trade. 100% 
location, New England city serving 400,000 
people. Address $964, care Boot & Shoe 
Recorder, 140 Federal St., Boston, Mass. 











WANTED Sal for thern states, men’s 
line medium dress oxfords. $2.00 retailers. 
Side line. Fast sellers. Address $966, care 
Boot & Shoe Recorder, 140 Federal St., Boston, 





Mass. 











KLA. & No. Texas; Mo. & Kans. Work 
Shoes and Hi-Cuts; Middle West manufac- 
turer. Straight commissions as side line or 
weekly expense plus commissions to right man 
on exclusive basis. Give previous experience, 
sales, references, etc., first letter. Address $958. 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


MERCHANTS’ NEEDS 














































Can be operated by customer or clerk with simplicity 


Price $38.50, F.0.B., Stockton, California. 


Shipped on FREE trial anywhere in the USA only. 
WRITE TODAY for this liberal offer. Sold on EASY 


THE VI-PED-EX CORP. STOCKTON, CALIFORNIA 








address should be counted. 


advertising is payable in 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advance 


B® Advertisements for this page must be in our New York office on Friday of the week preceding publication. “@8 
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MERCHANTS’ NEEDS 

















WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also 


In v IN BR U BI N 
“The House of Jobs”’ 
88 Reade St., Cor. Church 
Phone Barclay 17-7887 New York City 








Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shoes 
from manufacturers, jebbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 











SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Iac. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-5i81 














4 INCREASE REPEAT SALES 
Satisfied customers return 

2 ATTRACT NEW CUSTOMERS 
One tells others 

3 SAVE % OF FITTING TIME 
Cut down try-ons 


Write for Deseriptive Felder 
and list iy shoe factories offering Brannock Devices 
ive price. 








EDUPNEDE: 
a fe Sheoice Secees 
fen Alter Shoes to Fit 


Abnormal Feet 


a. 


DUNDE SHOE RE-SHAPING DEVICES, INC 
) 





Fitting Stressed at Children’s Meeting 


Service, and education of the public 
to the vital importance of correct foot- 
wear, correctly fitted, was the subject 
of primary importance at the meeting 
of the juvenile committee of the Style 
Conference held on Tuesday in the Jade 
Room, Waldorf-Astoria, and in the 
course of the meeting some very inter- 
esting sidelights were thrown upon the 
subject from the consumer viewpoint. 
Violet Anderson of the editorial staff 
of Parents Magazine was the principal 
speaker. Results of a questionnaire 
sent out by the National Shoe Retail- 
ers’ Association to manufacturers of 
children’s shoes provided material for 
interesting discussion from the floor. 

The meeting was called to order by 
Mrs. Mary Brouwer Finley, chairman, 
who briefly outlined the agenda of the 
meeting and introduced Miss Anderson 
of Parents Magazine. She first gave a 
thought on what should be correct 
styling as indicated by letters coming 
from parents to that publication, chiefly 
in the nature of inquiries. 

What was most needed, Miss Ander- 
son said, was a generally greater 
amount of flexibility in shoes of all 
types and opportunity for freedom in 


foot movement, yet with necessary sup- 
port. She stressed the need for mul- 
tiple pairs of shoes, not merely a shoe 
for school and a shoe for dress, but 
changes in these also, and urged the 
retail merchants to point out this need. 
She also stressed the harm to little feet 
of ill-fitting stockings and urged that 
retail stores equip themselves with suit- 
able lines of hosiery, and recommend 
to their customers the proper stockings, 
especially in the matter of size for the 
particular foot they were fitting. And 
most of all she emphasized the ill effects 
of improper fitting, or the wearing of 
shoes so long that even though prop- 
erly fitted in the first instance, they 
have become improper because of 
growth. These effects, she stated, were 
harmful well beyond the foot itself, 
resulting in curvatures and other per- 
manent injuries because of creating 
forced and unnatural posture. She il- 
lustrated many of these points by read- 
ing actual letters from the magazine 
readers, commenting upon each point 
as it was brought out in the letter. 
The chairman then, after outlining 
the nature of the questionnaire that 
had been sent to juvenile shoe manu- 


MERCHANTS’ NEEDS 





MILITARY 
SHOE STAND 


HERE'S A SELL- 
ING HINT THAT 
WILL SELL MORE 
MEN'S SHOES 


Display men's shoes this eye-catehing way. tad 
them as a man sees his shoe 
This efficient shee stand grasps 
holds them in the identical position a man holds his 
feet while seated. And by placing them in your win- 
1 your men's 
making « 


$6.00 a dozen $3.50 half dozen 
M. D. POLLINGER CO. 


Hollland Bidg., St. Louis, Mo 











No Mis-Mates with Mate Marks 
2450 2450 2450 


Gus V. Wells—686 45th—Des soles, la. 
Send Free Samples and Prices 





facturers, read the statistical break- 
down of the replies. The questionnaire 
concerned itself with whether a cam- 
paign of education of consumers was 
thought desirable, and upon what sub- 
jects such a campaign should cover and 
the methods of conducting it, whether 
by individual effort, collective effort by 
any of the bodies of the shoe trade, 
or through an outside agency, possibly 
of a government or quasi-public organi- 
zation. 

The replies showed that manufactur- 
ers were universally in favor of edu- 
cational effort, that it should concern 
itself with the importance of proper 
shoes properly fitted, the necessity for 
frequent checking of children’s feet for 
size, rather than upon the subject of 
style, pattern or material. 

Miss Ruth Kerr, stylist, the next 
speaker, said that in view of trade 
opinion as to the relative importance 
of style and correct fitting, she felt 
that her message might be of minor 
importance, which as her talk de- 
veloped showed an excess of modesty, 
because she presented a very complete 
picture of what could be done in styl- 
ing without the sacrifice of any feature 
of character or last. In fact, the mel- 
low leathers that have been indicated 
in the style trend for adult shoes par- 
ticularly lend themselves to juvenile 
footwear. The tendency, she said, was 
toward softer shoes, built on walled 
last and with square toes, all of which 
could be very well carried down to the 
juvenile size runs. Colors, she said, 
promise to be brighter and the crushed 
leathers will be especially desirable in 
the small sizes. 
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DATES TO REMEMBER 


20th Annual Convention, New York 
State Shoe Retailers’ Association, 
Hotel Onondaga, Syracuse, N. Y. 
September 18, 19, 20, 1938 


National Industrial Stores Association, 
12th Annual Convention, Hotel 
Netherland-Plaza, Cincinnati, Ohio 

September 19, 20, 21, 1938 


Monthly Shoe Buyers Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, Ill. 

September 19, 20, 1938 

Shoe Manufacturers’ Spring Opening, 

E. A. Richardson, Manager, Hotel 
New Yorker, New York 
December 4, 5, 6, 7, 1938 

National Shoe Fair, Hotel Stevens, 

Chicago, Ill January 3, 4, 5, 6, 1939 


Michigan Annual Shoe Fair, Hotel 
Statler, Detroit, Mich. 
January 8, 9, 10, 1939 
Northwestern Shoe Retailers Associ- 
ation, Annual Convention, Hotel St. 
Paul, St. Paul, Minn. 
January 8, 9, 10, 1939 
Joint Convention, Southwestern Shoe 
Travelers Association and Texas- 
Oklahoma Shoe Retailers’ Associa- 
tion, Gunter Hotel, San Antonio, 
Texas January 15, 16, 17, 18, 1939 


Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 
. June 11, 12, 13, 1939 
Annual Convention, California Shoe 
Retailers Association, Hotel Bilt- 


more, Los Angeles, Calif. 
June 12, 13, 14, 1939 





Stouffer Named Sales Manager 


LANCASTER, Pa.—Announcement has 
been made here of the appointment of 
H. C. Stouffer as assistant sales man- 
ager in charge of the Shoe Products 
Section of the Industrial Division of 
the Armstrong Cork Products Com- 
pany, general offices of which are lo- 
cated in this city. Other changes in 
personnel in the Shoe Products Section 
are the transfer of W. F. Mansur from 
Lancaster to the Chicago office and the 
appointment of John J. States, formerly 
of Chicago, as resident salesman at St. 


Louis. 
Sponsor Shoe Wardrobe 


Promotion 

BrockTon, Mass.—The W. L. Douglas 
Shoe Co. is sponsoring a promotion in 
Boston, open to residents of Boston and 
vicinity, offering a complete shoe ward- 
robe to the writer of the best short ex- 
planation of why he or she prefers cer- 
tain shoes. To participate in the contest, 
a person must look over the Douglas 
shoes for Fall, select three pairs which 
he or she prefers, and write why the 
selections were made. 

E. L. Jeffrey, Douglas district man- 
ager, explains that a shoe wardrobe 
contains three pairs of shoes, shoe trees 
for each pair, slippers, shoe bags, shoe 
polishes and hosiery, making a com- 
plete shoe wardrobe for the Fall season. 





BOOT anv SHOE RECORDER, September 17, 1938 


* 
Hey tg own 
%e 
BOOTS AND SHOES 


ee I, SiO, MORO, TE. We 6 ec ciecc eck oes cecscsccccsic- ces 
BRAUER BROS. SHOE CO., St. Leuls, Meno... ci cece cece cccccccccees ce oe 23 
BROOKS SHOE MFG. CO., Philadelphia, Pa. ....................6 0 eee cceeeeee 46 
Sere Demers PMO AION, Se, Tale, Mle. oon ccc ccc ccc ccc ccscctccccsccecce 4, 5 
CLAPP, EDWIN, & SONS, INC,, E. Weymouth, Mass. ......................:- 48 
CONVERSE RUBBER CO., Malden, Mass. ~ @ 
DANVERS SHOE CO., Manchester, N. BH. ........ cece cc ccc ccc eee cccees ce 00 SO 
ELAM, F. S., SHOE CO., Rochester, N. Y. 50 
GILBERT SHOE CO., THE, Thiensville, Wis. .................0.ceeeee ceeee 1 
GOODRICH, B. F.. RUBBER CO. (Footwear), Watertown, Mass 7 
eS I ct ccc ucoecve+eccvencecess cds 25 
GREEN SHOE MFG. CO., Boston, Mass. ...............0.06.ceeeeeees Back Cover 
ee en noc ccc wecccctcseccccece cccee 43 
KEITH, GEORGE E., CO., Brockton, Mass. ..............ccccccceccececeee os 37 
LONGINI SHOE MFG. CO., Cincinnati, O. 

MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass. 

es Den. cae cw ccccaceveuceeboceses 
O’DONNELL SHOE CO., Humboldt, Tenn. 

OWENS SHOE CO., Salem, Mass. 

RACINE SHOE MFG. CO., Racine, Wis. ...... ke pahid Seshebiew ess feces 3rd Cover 
ROHN SHOE MFG. CO. Milwaukee, Wis. ....... .........cccc cece cecceccees 47 
SANDLER, A., CO., Boston, Mass. 


49 


LEATHER AND OTHER MATERIALS 


HUBSCHMAN, E., & SONS, INC., Philadelphia, Pa. .................... 2nd Cover 
KISTLER LEATHER CO., Boston, Mass. ...............0.cccccccece coceccees f 
RESPRO, INC., Cranston, R. I. 

SLATTERY BROS. TANNING CO., Boston, Mass. 

SURPASS LEATHER CO., Philadelphia, Pa. ......................... Front Cover 
UNITED STATES RUBBER PRODUCTS, INC. New York City 3, : 
ee ee : 
YOUNG, RICHARD, CO., New York City Front Cover 
SNE a I I on cid ccc ecc be ccetdcccdcwsevoccs Front Cover 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


DU PONT, E. 1, DE NEMOURS & CO., INC., Arlington, N. J 

LITHOX CORP., THE, Wapakoneta, O. 

SPAULDING FIBRE CO., No. Rochester, N. H. 

TALON, INC., Meadville, Pa. 

eee ee I ee oad wha ccces vdu'ebede'lvcvccce 33 
UNITED SHOE MACHINERY CORP., Boston, Mass 10,. 34, 42 


STORE EQUIPMENT AND FINDINGS 


eerereupas Ee Vee OO. Symmemea, NN. We 2... ccc ccc cc ccccccecccceves 53 
DUNDE SHOE RESHAPING DEVICES, INC., Hollis, N. Y 53 
ESN ELLIE a ee 52 
MOHAWK CARPET MILLS, New York City 

POLLINGER, M. D., CO., St. Louis, Mo. 52, 53 
I I oS os wads cick ebb onlceéedbacocbcc tan 45 
EEN, REE a ee a TER 47 
VI-PED-EX CORP., Stockton, Cal 52 
WELLS, GUS V., Des Moines, Ia. ................... Sy PS ES et 53 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 
HOTEL McALPIN, New York City 

IRVIN RUBIN, New York City 
KIRSCH-BLACHER CO., INC., New York City 
POLACHEK, Z. H., New York City 





5,527,848 





More than 250,000,000 pairs to date 








